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NOT  A  SHAREHOLDER 
MEMBER  OF  UNICHEM? 

We  recommend  that  you 
take  independent  financial  advice 
on  the  UniChem  share  sc 

IT  ISNT  TOO  GOOD 
TO  BE  TRUE! 


Join  UniChem  Today 

This  advertisement  has  been  issued  by  UniChem  Limited  ("the  Society")  in  order  to  promote 
its  scheme  for  the  increase  by  Members  of  their  shareholdings  in  the  Society.  It  has  been  approved 
by  Phillips  &  Drew  Securities  Limited  which  provides  corporate  finance  services  to  the  Society.  If 
you  are  in  any  doubt  about  the  implications  of  the  Share  Scheme  you  are  recommended  to  obtain 

the  advice  of  your  investment  advisers. 
Under  the  Society's  rules  the  shares  may  not  currently  be  transferred  or  sold  to  any  third  party. 
The  shares  will  only  become  transferable  if  the  Society  is  converted  into  a  Public  Limited  Company 
following  an  appropriate  resolution  of  the  Members  in  General  Meeting. 

Full  details  of  the  scheme  and  the  basis  of  valuation  are  set  out  in  UniChem's 
updated  document  "Heralding  The  Next  Era  ". 
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Just  how  difficult  the  laws  of  the  land  are  to  comply  with 
can  be  seen  by  the  case  of  Sterling  Winthrop,  reported 
on  p341 ,  who  fell  foul  of  the  Trade  Descriptions  Act  on 
Monday. 

Despite  an  earlier  warning,  old  packs  of  Delrosa 
proclaiming  that  the  fruit  juice  was  "pure",  while 
containing  a  preservative,  remained  on  sale.  Instead  of 
accentuating  the  positive,  the  company  had  preferred  the 
negative  description  of '  'no  added. . . ' '  and  came  unstuck, 
believing  the  word  "pure"  was  justified  and  legitimate. 
With  consumers  and  trading  standards  officers  ever  more 
zealous  —  remember  the  withdrawal  of  silicone  soothers  a 
couple  of  years  ago  —  companies  must  be  increasingly 
careful.  If  a  company  with  the  expertise  and  experience  of 
Sterling  can  err  '  'innocently"  then  any  pharmacist  planning 
his  own  promotion  or  advertising  had  better  watch  out. 

The  Trade  Descriptions  Acts  apply  most  partictilarly  for 
pharmacists  to  special  price  offers.  A  summary  of  the 
pitfalls  that  may  befall  anyone  wishing  to  promote  sales 
appears  in  the  "Chemist  &  Druggist  Reference  Book' '  on 
p46.  It  may  be  that  pharmacists  are  also  tempted  to  take 
advantage  of  the  Society's  relaxation  of  that  section  of  the 


Code  of  Ethics  relating  to  the  advertising  of  professional 
services.  An  occasional  scan  of  the  local  freesheet  can 
reveal  advertisements  that  sail  very  close  to  Council's 
intent. 

While  there  are  doubtless  many  potential  problem 
advertisements  known  to  the  Society,  as  pharmacists 
become  more  aware  of  their  own  worth,  and  as  individual 
pharmacists  take  on  differing  roles  within  the  community, 
more  will  be  tempted  to  run  the  gauntlet  of  the  Society's 
relatively  restrictive  Code.  The  Society's  Law  Department 
would  be  doing  pharmacists  a  great  service  if  it  was  to 
produce  a  series  of  model,  acceptable  advertisements.  It 
could  be  made  clear  what  is  a  "discreet' '  use  of  the  word 
"Pharmacy",  for  example.  And  the  scope  of  allowable 
'  'indications  of  specific  products  and/or  a  general  indication 
of  the  professional  services  available,  including  any 
specialised  services, ' '  could  be  illustrated  graphically. 

In  tliis  way  the  Society  could  '  'accentuate  the  positive" 
itself  for  a  change.  Pharmacists  would  be  only  too  pleased 
to  follow  such  a  lead.  And  the  benefits  of  using 
pharmaceutical  services  would  be  brought  home  to  a  much 
wider  public. 


CHEMIST  &  DRUGGIST  27  AUGUST  1988 


339 


Pharmacy  a 
la  Grocer 


NEWS 


'New  role'  lees  from 
October,  says  PSNC 


Payments  for  keeping  patient 
medication  records  and  visiting 
nursing  homes  are  likely  to  be 
made  from  October  1  after  a 
"very  constructive"  meeting 
with  Department  of  Health 
officials  last  week,  the 
Pharmaceutical  Services 
Negotiating  committee  has 
announced. 

PSNC  chairman  David  Sharpe 
said  after  the  meeting  that  he  was 
"reasonably  certain"  that 
payments  would  be  made  from 
October  1  and  details  were  being 
discussed  at  officer  level.  Another 
meeting  with  the  Department  is 
not  scheduled. 

Instead  the  Department  will 
prepare  a  draft  circular  in  respect 
of  the  two  schemes  to  be  put  to 
the  September  meeting  of  the 
PSNC ,  after  which  time  details  of 
the  schemes  and  the  associated 
fee  scales  will  be  made  available. 

It  is  understood  that  patient 
medication  records  will  be 
remunerated  on  a  per  patient 
basis. 

It  will  be  left  to  each  contractor 
to  determine  which  type  of 
system  (eg  computerised  or  card 
index)  they  use.  Details  of  how 
contractors  will  be  made 
accountable  have  yet  to  be 
determined,  although  it  is  likely 


Diabetics  should  never  let  a 
pharmacist  give  them  a  different 
insulin  unless  their  doctor  has 
explained  the  changes,  advises 
the  Bntish  Diabetic  Association. 

The  advice  is  highlighted  in  the 
BDA's  Balance  magazine,  and  is 
a  result  of  a  survey  among 
diabetics,  of  their  experiences  on 
being  transferred  to  human 
insulin. 

"We  were  concerned  that 
quite  a  few  patients  were  given 
human  insulins  by  chemists, 
without  guidance  from  a  doctor, ' ' 
Suzanne  Redmond,  head  of  the 
diabetic  care  department  of  the 
BDA  told  C&D. 

Some  270  questionnaires 
were  analysed;  59  per  cent  of 
patients  had  gone  from  pork  or 
beef  to  human  insulin,  without  a 


that  the  task  wiU  fall  to  FPCs.  The 
rapidly  reached  agreement  on 
PMRs  follows  a  distinct  lack  of 
progress  earlier  in  the  year,  which 
led  PSNC  chief  executive  Alan 
Smith  to  predict  last  month 
{Chemist  &  Druggist ]u\y  23)  that 
the  new  allowance  would  not 
come  in  on  time  in  October. 

The  scheme  for  home  visits 
will  be  based  on  the 
recommendations  of  the 
Pharmaceutical  Society's  working 
party  on  a  domiciliary 
pharmaceutical  service,  published 
in  July.  PSNC  is  pushing  for  the 
existing  contractor  to  continue  to 
provide  a  service  if  he  or  she  is 
already  doing  so.  The  service 
could  then  be  put  out  to  tender  at 
regular  intervals  to  pharmacies  in 
the  area,  with  the  final  choice 
being  left  to  the  person  in  charge 
at  the  home.  The  Department  of 
Health  has  indicated  that  the  fee 
will  be  paid  on  a  per  prescription 
basis. 

A  sum  of  £1 .8m  has  been  set 
aside  to  fund  the  two  schemes 
during  1988-89. 

■  The  cost  inquiries  which  were 
agreed  to  in  the  last  round  of 
remuneration  talks  are  now 
underway.  PSNC  financial 
executive  Mike  Brining  asks  that 
contractors  who  are  participating 


dose  change.  Analysis  was  broken 
down  into  three  groups:  those 
who  felt  they  were  advantaged, 
disadvantaged  or  had  noticed  no 
difference. 

Of  the  patients  who  said  they 
felt  disadvantaged,  almost  a  third 
claimed  that  their  chemist  had 
earned  out  the  transfer,  while  17 
per  cent  said  the  GP,  and  51  per 
cent  the  diabetic  clinic.  In  the 
advantaged  group  5  per  cent  said 
that  the  chemist  had  changed 
them  over,  9  per  cerit  the  GP  and 
86  per  cent  the  clinic,  and  in  the  no 
difference  group  the  numbers 
were;  pharmacist  34  per  cent,  GP 
1 7  per  cent  and  clinic  49  per  cent. 

Pharmacists  need  to  be  very 
sure  that  prescriptions  are  for  the 
correct  preparations,  said  Mrs 
Redmond,  and  if  in  doubt  should 


but  have  not  yet  replied  to  the 
Inquiry  Unit  to  do  so  as  soon  as 
possible. 


Rota  problems 

Surrey  Comet  recently  drew 
attention  to  problems  with  the 
pharmacy  rota  service  in 
Worcester  Park,  Surrey. 

"Gaping  holes  in  the  chemist 
rota  mean  that  for  almost  a  year, 
residents  have  had  to  travel 
several  miles  for  urgent 
prescriptions",  said  the 
newspaper.  "For  one  week  in 
every  four  the  system  fails 
altogether  so  that,  after  normal 
shop  hours,  it  is  impossible  to  buy 
medical  supplies  in  the  area. ' '  The 
gap  was  caused  last  year  when 
one  pharmacy  closed  leaving  only 
three  others  in  the  area  and 
Merton,  Sutton  and  Wandsworth 
FPC  failed  to  find  a  replacement  to 
cover  the  fourth  week. 

An  FPC  spokeswoman  told 
C&D  that  the  hours  of  service 
committee  was  hoping  to  meet 
soon  to  discuss  new  rotas  for  1989 
and  LPC  chairman  Suresh  Patel 
said  he  would  help  to  make  sure 
"something  is  sorted  out." 


direct  patients  back  to  their 
doctors. 

Most  problems  seemed  to  be 
caused  by  discontinued  insulins, 
she  added.  The  BDA  has  had 
inquiries  from  pharmacists  about 
alternatives  to  discontinued 
insulins  and  always  advises  that 
doctors  make  the  decisions  on 
choice  of  preparation  because 
there  are  no  straightforward 
substitutes,  she  said. 

Another  problem  the  survey 
highlighted  is  that  human  insulin 
causes  differences  in  the 
manifestation  of  symptoms  of 
hypoglycaemia  in  some  patients. 

Some  15  per  cent  of 
respondents  reported  a  change  in 
their  early  warning  symptoms, 
with  two  claiming  to  have  had  road 
traffic  accidents  as  a  result. 


"A  prescription  for  confusion"  is 
how  The  Grocer  sees  the  opening 
of  a  pharmacy  in  a  small  East 
Anglian  village. 

The  article,  written  from  the 
viewpoint  of  an  "uninformed" 
member  of  the  public,  notes  the 
difficulty  of  getting  a  cough 
mixture  such  as  Benylin  from  the 
dispensing  doctor,  and  its  non- 
availability from  the  local  drug 
store.  It  charts  the  furore  caused 
by  the  pharmacist  applying  for  an 
NHS  contract  and  the  split  in 
public  opinion  between  those  who 
welcome  a  pharmacy  and  those 
who  feel  the  surgery  is  adequate. 

The  pharmacy  is  not  a  bad 
idea,  as  the  village  population  is 
growing  and  it  is  almost  a  small 
town,  the  author,  Patrick  Galvani, 
notes.  He  has  spoken  to  the 
pharmacist  (a  mythical  Malcolm 
Smith  in  this  case),  who  explains 
what  he  can  offer. 

He  finds  the  change  of  patients 
from  dispensing  to  prescribing 
lists  after  a  nine  month  lapse 
confusing,  as  he  does  the  "one 
mile"  rule,  and  he  suggests  the 
" P "  restriction  on  large  packs  of 
analgesics  but  not  the  small  ones 
is  "stupid".  The  only  thing  he 
gives  the  pharmacy  a  plus  mark 
for  is  the  24  hour  D&P  service  it 
can  offer  through  Horizon. 

Complaints  on 
'short  supply' 

There  have  been  informal 
complaints  to  Gloucestershire 
Family  Practitioner  Committee 
that  pharmacists  are  giving  "short 
measure"  when  they  issue 
calendar  packs. 

"It's  not  an  epidemic,  only  half 
a  dozen  or  so  phone  calls," 
planning  and  administration  officer 
David  Purser  told  C&D.  Patients 
expecting,  say,  50  tablets  have 
complained  when  they  receive(^ 
48  as  calendar  packs.  They  are 
concerned  either  that  the  NHS  is 
being  cheated  or  they  object  to 
paying  the  same  charges  for  less 
than  is  written  on  the  prescription, 
he  said.  Mr  Purser  thought 
pharmacists  could  help  by 
explaining  the  reasons. 

Formal  complaints  against 
Gloucester  family  practitioners 
rose  40  per  cent  in  the  year  to 
April,  but  the  total  was  only  44  and 
hardly  any  were  against 
pharmacists.  The  increase  was 
due  partly  to  the  public's  greater 
awareness  of  its  rights,  the  FPC 
believes.  Since  April  only  two 
formal  complaints  have  been 
lodged  against  pharmacists. 


BDA  warning  on  human 
insulin  changeover 
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"Do  py  bve  to  bring  foir  work  on  holiday?" 


Axid  and  Pepcid  —  'me-too?' 


Are  the  newest  anti-ulcer  drugs 
Axid  and  Pepcid  PM  "me-too" 
drugs,  launched  into  a  large  and 
lucrative  market  asks  the  latest 
Dmg&  Therapeutics  Bulletin? 

Both  new  drugs  are 
competitive  H2  receptor 
blockers,  and  appear  to  have 
similar  effects  on  the  healing  of 
ulcers  when  compared  with 


cimetidine  and  raniditine,  the 
Bulletin  says . 

The  only  advantages  they 
offer  over  cimetidine  (but  not 
ranitidine)  are  a  lack  of  anti- 
androgenic  effects  and  they  do  not 
interfere  with  liver  metabolism. 

The  Bulletin  (published  by  the 
Consumers  Association), 
concludes  that  there  is  no  clinical 


Sterling  fined  £800  for 
'pure'  Delrosa  claim 


PAGB  services 

The  Proprietary  Association  of 
Great  Britain  is  planning  to  expand 
its  services  in  the  growing 
vitamins  and  food  supplements 
area. 

The  association  already  gives 
informal  advice  to  members  on 
labelling  and  advertising  these 
products  but  feels  there  is  a  need 
to  establish  more  specialised 
services.  The  executive 
committee  has  agreed  to  employ 
a  nutritionist  and  a  consultant  with 
knowledge  of  food  labelling 
regulations;  to  establish  better 
communication  with  other 
European  associations  over  the 
future  legal  classification  of 
vitamins  in  the  EEC;  and  to 
increase  the  already  close  liaison 
with  the  Health  Food 
Manufacturers  Association. 

The  PAGB  is  to  meet  the 
member  companies  involved  to 
see  how  its  services  could  be 
expanded. 

Management 
skills  needed 

There  is  an  urgent  need  for  a 
director  with  proven  management 
ability  to  run  the  Department  of 
Health's  medicines  division, 
believes  the  Proprietary 
Association  of  Great  Britain. 

Management  skills  are  more 
important  than  professional 
qualifications  because  professional 
competence  already  exists  in  the 
division,  says  an  article  in  the 
latest  Bulletin. 

Concerns  over  the  division's 
workload,  continuing  staffing 
problems  and  lengthy  processing 
times  for  licence  applications  have 
added  impetus  to  PAGB's 
negotiations  on  the  division's 
reorganisation.  PAGB  has  already 
put  its  views  to  the  Department, 
the  Treasury  and  the  former 
Health  Minister  Tony  Newton,  in 
response  to  changes  proposed  by 
Cunliffe/Evans  in  their  "Study  of 
Control  of  Medicines. ' ' 

The  post  of  director  —  with 
responsibility  for  the  major 
restructuring  of  the  division 
recommended  by  the  study  —  is 
currently  being  advertised.  The 
advertisement  emphasises  the 
need  for  a  "high  level  of 
management  skills  and  the  vision 
to  implement  far-reaching 
changes". 

PAGB  representatives  have 
also  expressed  the  industry's 
disappointment  at  the  rejection  of 
the  study's  proposal  for  a  joint 
industry /civil  service  "Budget 
committee"  which  would  monitor 
the  cost  and  efficiency  of  the 
division,  set  targets  and  review 
performance. 


Sterling  Winthrop  have  been  fined 
£800  with  £1 ,200  costs  for  selling 
"pure"  Delrosa  fruit  juices 
containing  preservatives. 

Advertising  claims  that 
Delrosa  drinks  contained  no  added 
sugar,  no  artificial  sweetener  and 
no  colouring  or  flavouring  turned 
sour  when  the  company  was 
prosecuted  for  breaching  trade 
description  laws.  The  company 
admitted  four  charges  brought  by 
trading  standards  officials. 

Magistrates  at  Guildford, 
Surrey,  were  told  the  '  'negative" 
description  appealed  to  shoppers 
keen  on  health  foods  but  failed  to 
mention  preservatives.  Mr  Karl 
Shultz,  prosecuting,  said  the 
company  had  been  warned  in  May 
1987  that  the  description  on  the 
Delrosa  products  was  false.  Yet 
eight  months  later  four  bottles  of 
the  fruit  juice  were  bought  at 
Boots  in  Guildford.  The  labels  had 
still  not  been  changed  and  tests 
revealed  the  juices  contained 
preservatives. 


"The  use  of  the  word  pure 
should  not  be  used  to  describe 
products  with  additives, ' '  said  Mr 
Shultz.  "If  a  company  is  using  that 
description  in  the  knowledge  of 
additives  being  utilised  and 
pointing  to  what  isn't  there  rather 
than  what  is,  then  they  are 
abusing  the  concept  of  trading 
legislation." 

Although  the  fruit  juices  were 
described  as  "pure",  the 
ingredients  list  on  the  label 
showed  that  they  contained 
preservatives  in  the  form  of  E223, 
a  compound  of  sulphur  dioxide. 
The  maximum  penalty  for  the 
charges  Sterling  Winthrop  faced 
was  £2,000  on  each  charge. 

Mr  Peter  Harper,  for  Sterling 
Winthrop,  said  the  company 
innocently  believed  that  the  word 
"pure"  was  justified  and 
legitimate.  This  was  the  first  time 
the  company  had  been  prosecuted 
in  50  yearfe  of  trading  and  that  was 
punishment  enough,  he  said. 

The  court  heard  that  the  labels 


or  pharmacological  data  to  suggest 
that  they  do  offer  any  advantage 
and  cimetidine  is  the  agent  of  first 
choice  on  the  basis  of  cost,  with 
ranitidine  being  used  to  avoid 
undesirable  effects. 

■  The  topical  corticosteroid 
Modrasone  (alclometasone 
dipropionate) ,  should  be 
reclassified  in  the  British  National 
Formulary  as  "moderately 
potent"  rather  than  "mild",  says 
the  Bulletin. 


on  the  170m]  bottles  of  Delrosa 
apple,  apple  and  cherry,  apple  and 
blackcurrant,  and  apple  and 
orange  had  since  been  changed  to 
describe  the  contents  as 
"concentrated".  Trading 
standards  officer  Peter  Denard 
said  after  the  hearing:  '  'In  this  day 
and  age  consumers  are  much 
more  aware  of  their  diets.  It  is 
therefore  imperative  that 
manufacturers  adhere  to  the  spirit 
of  the  law  as  well  as  what  the  law 
actually  says.  If  companies  are 
making  healthy  claims  for  their 
foodstuffs  they  should  check  that 
these  match  what  the  product 
actually  contains." 

Sslf@rd  Community  Health  Council  is 

surveying  patients  to  find  out  how 
the  voluntary  late  night  opening 
system  is  working  in  the  area, 
following  the  discontinuation  of 
the  official  late  night  rota  scheme 
in  the  area  last  year.  Notices  are 
being  placed  in  local  papers  asking 
people  to  write  in  with  their  views. 
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NEWS 


a  case 


If  all  prescnptions  which  are  not 
exempt  from  payment,  but  cost 
less  than  £2.44  were  dispensed 
privately  with  the  pharmacist 
adding  a  profit  margin  instead  of 
taking  an  NHS  fee,  then  some 
£40m  could  be  knocked  off  the 
medicines  bill,  according  to 
Wendover  pharmacist  Keith 
Jenkins. 

This  is  one  proposal  he  has 
come  up  with  in  a  report  prepared 
in  collaboration  with  Professor 
David  Marsland  of  Brunei 
University  which  has  been  sent  to 
the  Health  Secretary  Kenneth 
Clarke.  It  considers  how  the 
current  script  charges  could  be 
modified  to  be  more  fair  to  those 
who  pay  and  allow  release  of 
money  from  community  pharmacy 
services  to  the  underfunded 
hospital  sector. 

If  prescription  charges  had 
been  advanced  from  £2.40  to 
£2.50  per  item  in  the  last  budget, 
and  all  patients  paid  the  charge, 
half  the  total  cost  of  NHS 
prescriptions  for  1986  (in  round 
figures  net  ingredient  cost  £1 .600 
million,  fees  £400  million)  would 
have  been  covered  from  scnpt 
charges,  says  Mr  Jenkins. 
Doubling  the  charge  would  have 
paid  the  entire  drugs  bill. 

"While  financially  this  makes 
sense  the  humane  principles  of  the 
NHS  which  we  should  support 
would  be  defeated, ' '  he  says. 

Net  ingredient  costs  extend 
from  the  cheapest  item  at  26p  to 
the  dearest  at  £27.38.  The  figures 
(table  1 )  are  the  average  NIC ' s  in 
cost  bands  from  under  50p  to  £15 
and  over.  The  highest  peaks  in  the 
19  cost  groups  listed  in  the  DHSS 
(Statistics)  for  1987  are  given. 

The  NHS  contract  sensibly 
keeps  the  oncost  element  low  and 
the  fee  for  each  prescription 
adequate  but  no  more,  says  Mr 
Jenkins.  Patients  in  all  categories 
are  getting  good  value  indeed  for 
their  money  especially  in  the  price 
range  from  £5  up  to  £27  or  more. 
From  the  lowest  price  band  of  26p 
to  £5,  though,  all  could  fare  better. 

Table  2  shows  the  gross  profit 
to  contractors  dispensing 
prescriptions  with  a  NIC  of  £l-£5 
and  an  oncost  of  5  per  cent.  For 
ingredient  costs  of  £l-£2  the  profit 
is  handsome,  fi-om  £3-£5  adequate 
provided  that  the  pharmacy 
proprietor  is  well  organised.  But 
the  fruits  of  "privatisation"  are 
better,  especiafiy  as  ingredients  of 
generics  can  be  obtained  at  extra 
discounts  of  29  per  cent  or  more, 
says  Mr  Jenkins.  "While  profits 
cannot  be  inflated  by  the  supplier 
above  NHS  prices,  market  forces 
come  into  play,  introducing  an 


element  of  competition,  for  items 
of£5orless." 

Ingredient  costs  account  for  up 
to  50  per  cent  of  all  prescriptions 
from  under  50p  to  the  £2.44  mid- 
band.  Some  28  per  cent  of 
prescriptions  are  chargeable.  If  all 
those  costing  £2.44  or  less  were 
"privatised"  the  saving  to  the 
NHS  in  fees  alone  would  be  in  the 
order  of  £40  million. 

15  for  an  occasional 
script  is  equal  to  buying 
60  cigarettes" 

Among  those  who  are 
currently  expected  to  pay  script 
charges,  the  report  identifies  two 
groups  requiring  assistance. 
There  are  those  with  insufficient 
income  to  buy  any  drugs  at  all,  and 
those  who  can  afford  to  pay  for  the 
occasional  medicine  but  who,  due 
to  protracted  illness,  may  find  the 
expense  beyond  their  means. 
They  can  best  be  protected  by  an 
extension  of  the  present  scheme 
of  prepayment  certificates.  The 
concept  of  payment  of  a  maximum 
of  £5  for  an  occasional  prescription 
is  reasonable  says  the  report. 


Table  3  indicates  the 
contribution  each  category  of 
patient  could  make  to  the 
medicines  bill. 

When  the  living  costs  of  the 
over  60's  are  considered  in 
conjunction  with  cheap 
concessions  such  as  travel  it 
becomes  apparent  that  the 
majority  are  comfortably  situated. 

Women,  who  enjoy  greater 
longevity  by  an  average  of  three 
years,  are  no  less  able  than  men  to 
continue  working  until  they  are  65 
and  are  no  more  in  need  of  free 
prescriptions  than  men.  The  main 
burden  of  cost  to  the  NHS  falls 
when  the  old,  often  suddenly,  are 
no  longer  self  sufficient  and  need 
expensive  surgical  intervention  or 
prolonged  geriatric  care.  These 
are  expenses  outside  the  ambit  of 
the  family  practitioner  services. 

The  extension  of  working  life 
in  view  of  the  sudden  decline  in  the 
number  of  school  leavers  means  it 
is  logical  to  re-employ  pensioners. 
It  would  be  reasonable  to  make  70 
the  minimum  age  for  exemption 
from  NHS  charges,  with 
exemption  for  those  who 
experience  geriatric  conditions  or 
other  disabilities  between  60-70. 


Table  1 

Item  cost 


per  cent  of  cost 


per  cent  of  prescription 


lp-99p 
£15-£9.99 
£10-14.99 
£15  and  above 


2.70 
22.0 
14.0 
34.9 


27.9 
14.9 
5.5 
6.0 


Table  2:  Gross  profit  on  prescriptions  198S-89 


NHS  prescriptions        ;  NHS 

Private 

Net  cost  Net  cost  NHS  fee 
+5  per  (B) 
cent  (A) 

Total      Profit  on  cost 
turnover  Pence  % 
(=A+B) 

Profit  on  turnover 
Pence  % 

lOOp     105p  95p 
200p     210p  95p 
300p     315p  95p 
400p     420p  95p 
500p     52  5p  95p 

200p  lOOp  50 
305p  105p  34 
410p  llOp  27 
515p  115p  22 
620p     120p  19 

lOOp  100 
105p  52.5 
llOp  36.6 
115p  28.75 
120p  24.0 

Tables 

Group  cost  factors  (GCF's) 


Group 

1 

C 

IxC 

Items 

Cost 

(GCF) 

per  cent 

per  cent 

All  Prescriptions 

100.0 

100.0 

10,000 

PI 

Non-exempt 

18.1 

20.9 

378.3 

P2 

FPC  prepayment 

4.7 

6.0 

28.2 

E 

Total  Exempt- 

253.9m 

% 

1105.2£m 

10,000 

El 

Women  60,  Men  65 

53.4 

58.1 

3102 

E2 

DHSS  exemption 

15.5 

15.5 

240 

E3 

Children  <16  years 

15.1 

9.1 

137 

E4 

FPC  exemption 

7.2 

8.8 

63 

E5 

Other 

8.8 

8.55 

75 

The  total  Net  Ingredient  Cost  was£1536.6m  for  January-December  1987. 

The  cost  of  exempt  items  was  £1105.2m,  Thus,  the  ratio  charged/exempt  is  28  per  cent/72  per  cent 


The  average  NIC  for  this 
group  exceeds  that  of  other 
exempt  groups  by  2p  only  and  is 
31  p  below  that  for  paying  patients. 
A  system  of  graduated  payments 
could  decrease  this,  the  greatest 
group  cost,  from  £840  million  to 
£420  million,  says  the  report. 

People  with  DHSS  and  FPC 
exemptions  are  the  second  most 
costly  group  both  in  size  and  group 
cost,  although  the  NIC  of  £4.05 
and  number  of  prescriptions 
yearly  are  average.  If  sufficient 
savings  could  be  effected  from 
other  groups,  this  group  could  be 
expanded  as  far  as  is  necessary  to 
accommodate  fractions  especially 
from  group  El  says  the  report. 
The  free  issue  of  female 
contraceptives  should  be 
abolished,  especially  as  they  can 
be  purchased  at  considerably  less 
than  the  oncost  plus  fee,  and 
contribute  nearly  £9m  to 
pharmaceutical  services. 

The  average  NIC  for 
children's  prescriptions  of  £2.64 
fully  justifies  their  retention  on  the 
list  of  exemptions.  There  need  be 
no  deterrent  to  a  mother 
consulting  a  doctor  and  the 
prevention  of  chronic  illness  is 
important  at  this  age. 

Prepayment  forms  are 
condemned  as  both  impractical 
and  wastefiil  of  public  money  and  a 
voucher  system  proposed 
instead.  Apart  from  the  old  (El) 
and  the  young  (E4)  the  average 
number  of  NHS  prescriptions 
yearly  is  ten  only.  While  fewer 
prescriptions  than  average  need 
present  no  problem,  the  number 
above  ten  items  a  year  may  be  as 
large  as  50  or  more  if  a  wide  range 
of  items  is  needed  such  as  insulin, 
urine  testing  reagents,  ointments 
and  dressings  in  the  case  of 
diabetics  and  dermatological  cases 
respectively.  Under  a  voucher 
system  such  patients  could  reduce 
their  costs  to  as  little  as  £1 .25  per 
item  or  apply  for  exemption  from 
the  charges,  under  the  existing 
categories  of  Classified  Illnesses. 
While  some  illnesses,  notably 
diabetes,  merit  exemption,  others 
do  not  says  the  report.  For 
example,  thyroxine  tablets  are 
cheap,  stable  and  used  for  post 
thyroidectomy  patients 
indefinitely.  There  is  no  reason 
whatever  why  NHS  prescriptions 
should  not  be  privatised  to  be 
available  in  quantities  suitable  for 
up  to  three  months  treatment  at  a 
cost  of  £2.50  or  less.  For  this 
reason  classification  for 
exemption  should  be  considered 
on  the  ground  of  cost  to  the 
patient  not  just  on  the  nature  of 
the  illness. 
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ZD  ire 


The  decision  by  one  insulin 
nuinufaeturer  not  to  allow 
wholesalers  a  sufficient  margin, 
forcing  them  to  "zero  discount" 
the  line,  has  drawn  criticism  from 
Liverpool  LPC  secretary  Jeremy 
Clitherow. 

Writing  in  the  LPC 
newsletter,  he  describes  the 
effect  on  community  pharmacists 
"as  yet  another  donation  to 
charity  as  a  result  of  dispensing 
the  prescription".  With  the 
average  value  of  a  vial  of  insulin  at 
£10,  each  unit  will  cost  80p  to 
dispense.  And,  he  notes,  an 
endorsement  of  "ZD"  will  be 
ignored  by  the  Pncing  Bureau  as 
the  item  is  not  currently  listed  in 
the  ZD  list  in  the  Drug  Tariff. 


Soft  lens 
higher  risk 

Wearers  of  soft  contact  lenses 
should  be  warned  of  the  increased 
risks  of  eye  problems,  say  doctors 
from  Moorfields  Eye  Hospital  in 
London. 

A  study  of  patients  attending 
the  casualty  department  revealed 
that  daily  wear  soft  lenses  carried 
twice  the  risk  as 
polymethylmethacrylate  hard 
lenses,  for  complications  such  as 
infection,  hypersensitivity 
reactions  and  abrasions.  For 
extended  wear  soft  lenses  the  risk 
was  6.8  times  greater. 


Bolus  dose 

The  bolus  dose  of  streptokinase 
should  have  been  0.6m  (600,000) 
units  and  not  6m  units,  as 
reported  last  week. 


Liverpool  FPC  is  considenng  making 
sharps  boxes  available  to  all 
pharmacies  in  its  area. 
Liverpool  Health  Authority  has  been 
chosen  as  a  pOot  area  for  a  national 
breast  screening  programme  for 
women  over  50.  Dr  Joyce  Carter, 
a  specialist  in  community 
medicine,  is  understood  to  believe 
pharmacists  have  a  useful  role  in 
promoting  the  programme. 

Five  GP  members  of  Coventry  FPC 
have  resigned  following  a  long 
running  dispute  with  the  FPC 
chairman  Lady  Butterworth.  Her 
three  year  period  of  office ,  which 
has  seen  clashes  with  local  doctors 
on  service  issues,  has  led  to 
complaints  to  the  Secretary  for 
Health  about  her  management 
style.  The  local  pharmaceutical 
committee  is  not  involved. 


TOPICALRE. 


Breast 
feeding  tips 


We  regularly  get  questions 
from  breast  feeding 
mothers  over  the  problems 
they  may  be  having  with 
their  babies.  In  my 
innocence  I  rather  believed 
that  the  breast  fed  child 
ought  to  thrive  mightily, 
since  surely  nature's  way 
should  be  best?  But  no, 
time  and  again  we  are  told  of 
problems.  Wind,  colic, 
flatus,  and  acid-scouring 
motions  which  scald  babies' 
bottoms.  Couldn't 
understand  it.  No  wonder  mothers 
wanted  to  give  up  and  put  the  kids  on 
bottle  feeds.  But  at  last  we  have  an 
explanation  from  Dr  Woolridge  from  the 
institute  of  Child  Health  in  Bristol  (last 
week,  p304). 

I  won't  quote  it,  but  essentially  he  tells 
us  that  each  breast  contains  two  forms  of 
milk,  the  foremilk,  containing  fewer 
calories,  and  hindmilk,  with  more.  If 
mother  moves  the  child  from  one  breast  to 
the  other  before  the  first  is  emptied  then 
the  balance  of  nutrient  is  upset  so  the  child 
may  be  overfed  and  present  symptoms  of 
distress.  He  says  it  is  better  for  the  child 
to  suckle  one  breast  until  it  has  had  enough 
or  there  is  no  milk  left,  and  only  then  if 
there  is  demand,  to  offer  the  other  breast. 
If  the  mother  alternates  which  breast 
starts  each  feed,  satisfactory  milk  flow  will 
be  stimulated,  yet  the  baby  will  do  better. 

Simple,  isn't  it?  Now  all  we  have  to  do 
is  to  persuade  our  troubled  inexperienced 
young  mothers  to  try  what  is  suggested, 
and  not  to  despair... 

New  regimes 

A  nice  old  chap,  Mr  Homungk.  Often 
drops  in  for  a  chat,  buying  some  little  item 
as  an  excuse  for  coming  in.  He  had  a 
coronary  last  year  and  got  away  with  it, 
chastened  at  his  mortality,  but  otherwise 
apparently  undamaged.  But  today  he 
came  and  asked  if  he  could  buy  this  new 


drug  to  go  with  the  75mg 
aspirin  he  gets  for  daily 
taking.  Didn't  I  know  of  it? 
It  was  in  the  papers  and  was 
supposed  to  increase  life 
expectancy  by  a  factor  of 
two...  Well  I  didn't  know 
and  had  to  say  so,  so  he  said 
he  would  ring  me  up  when 
he  reached  home  and  let  me 
know. 

Sure  enough,  ten 
minutes  later  the  'phone 
rang  and  I  heard  the  good 
news. 

"Streptokinase"... Can  I 
get  him  some?.  I  was 
surprised,  but  said  it  wasn't 
exactly  a  new  drug  but  had 
to  be  administered  by 
injection  and  very  much  under  medical 
supervision.  Later  this  morning  the  C&D 
arrived  at  the  shop.  When  I  browsed 
through  at  morning  teatime  looking  for 
inspiration,  there  before  my  very  eyes 
was  the  information  I  had  been  asked  for 
(p306).  And,  better  still,  although  it  would 
be  no  help  at  this  time  to  my  old  friend,  it 
looks  as  though  a  rethink  of  administration 
recommendations  has  already  saved  many 
lives. 

bss  from 
non-returns 

I'm  looking  at  my  dispensary.  Hard.  I'm 
having  great  difficulty  in  finding  logical 
places  to  put  the  stock.  The  original  pack 
systems  are  multiplying  like  flies,  while 
my  shelf  space  is  finite.  To  make  things 
worse  my  nearest  practice  has  gone  over 
to  56  day  dispensing,  so  that  I  have  to  find 
more  storage  if  I'm  not  to  end  my  days 
double  dispensing  single  fee  scripts. 

But  the  effect  of  the  non-return  policy 
now  observed  by  both  my  wholesalers  has 
already  seen  a  growth  in  stockholding 
greater  than  I  feared,  that  is,  up  by  £1 ,000 
on  the  £1.3,000 1  held  when  the  ban  came 
in.  By  the  time  a  year  is  run  I  reckon  there 
will  be  a  real  10  per  cent  loss  in  the  drugs 
and  stock  I'll  have  to  write  down.  It's  not 
funny.  I  hate  to  have  to  discard  perfectly 
good  stock.  And  I  know  where  I'd  like  to 
put  it! 
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Fear  of 
relaxation 

Xrayser  has  a  very  real  fear  of 
relaxation  of  supervision 
requirements  to  the  extent  he 
feels  the  urge  to  pray  for  divine 
intervention.  Does  lie  perceive 
pharmacists  as  so  despicable  that 
they  will  abuse  the  privilege  of 
relaxed  supervision  laws 
immediately  they  have  been 
granted?  He  quotes  a  7:1  majority 
against  relaxation.  Is  that  seven 
conscientious  professionals  for 
every  one  dangerous 
revolutionary?  I  think  not.  It  is 
more  likely  to  be  seven  mis- 
informed, proud,  obliged,  and 
fulfilled  pharmacists  and  one,  who 
like  myself,  feels  the  Society  is 
trying  to  encompass  a  modern 
pharmacy  within  their  regulations. 

Always  our  primary  concern  is 
the  patient.  Is  it  enough  to  ensure 
their  safety  or  should  we  not  offer 
more  for  their  money?  Perhaps  a 
little  counselling  to  ensure,  not 
only  do  they  remain  safe,  but  they 
recover  from  their  ailments  as 
well.  The  law  will  still  hold  the 
pharmacist  responsible  for  the 
safety  of  the  patient.  The  Society 
wishes  to  make  it  the  individual 
pharmacist's  responsibility  to 
ensure  the  law  is  upheld  via 
management  of  a  standard  that  is 
expected  of  any  professional 
body. 

As  a  preregistration 
pharmacist  I  trust  pharmacists; 
the  Phamaceutical  Journal  trusts 
pharmacists;  the  Society  trusts 
pharmacists;  —  but  not  Xrayser. 
I  wonder  why  not?  ^ 


Ross  Blundell 

Baldock 


LRC 

deathwish? 

LRC  seem  to  be  willing  to  kill  off 
their  Wrights  Vaporizer  range. 
Customers  will  not  buy  the  new 
refill  pack  and  we  are  fed  up  with 
explaining  the  situation.  Please  tell 
us,  why  the  change? 


P.J.Rose 

Crediton 

In  response  to  Mr  Rose 's  letter 
LRC  have  issued  the  following 
statement  :- 

The  Wright's  Vaporizer  is  now 
more  popular  than  ever.  It  has  an 
excellent  history  of  growth,  with 
sales  up  30  per  cent  last  Winter. 
The  introduction  of  the  Wright's 
Vaporizer  refill  kit  makes  things 
simpler  all  round  as  it  provides  the 
fluid,  block  and  night  lights  in  the 


correct  ratio.  It  is  now  easier  for 
chemists  to  balance  stocks  and  it  is 
easier  for  consumers  to  buy  one 
complete  item.  Also  it  has 
reduced  the  risk  of  consumers 
misusing  the  Wright's  Vaporizer 
by  purchasing  the  incorrect  night 
lights  or  by  not  using  the  block  in 
accordance  with  manufacturers' 
instructions.  Both  actions  would 
have  an  effect  on  the  Vaporizer's 
efficacy. 

Baby  food  for 
P6ni? 

I  have  been  informed  by  one  of  my 
customers,  whose  son  is  involved 
in  missionary  work  in  Peru,  that 
any  offers  of  baby  food  suitable  for 
infants  up  to  12  months  old  would 
be  most  appreciated,  since  some 
of  these  children  suffer  from 
severe  malnutrition  in  that 
country.  Such  material  could  be 
short-dated  since  it  is  quickly 
disposed  of. 

Any  offers  of  assistance  should 
be  made  directly  to:  Mr  John  D. 
Doherty,  227  Worsley  Road, 
Winton,  Greater  Manchester, 
M30  8BW  (Phone,  evenings  - 
061  789  5169). 


J.L.Honigman 

Cheadle 


..jon  the  M25 

What  mystical  powers  are  these 
that  Lederle  reps  possess?  (See 
C&D  August  13,  p298). 

On  my  infrequent  forays  south 
of  Watford  (Gap  that  is),  I  find  I  am 
rarely  able  to  exceed  50mph  on 
the  M25,  never  mind  a  "ton" . 


Steve  Bullock 

Aire  was.  Staffs 


Vitamin  on 
trial? 

How  can  you  in  fairness  publish  a 
strong  headline  "New  study 
debunks  vitamin  IQ  link"  when 
the  products  used  and  the  times 
over  which  the  supplements  were 
taken  in  the  two  studies  are  totally 
different. 

In  Naismith's  trial  claiming  to 
disprove  the  Darland  nutrition 
trial,  if  some  research  had  been 
submitted  claiming  that  a  product 
previously  found  to  be  active 
against  a  disease  was  useless,  that 
the  new  preparation  used  in  the 
recent  trial  actually  omitted  active 
ingredients  from  the  previous  one 
and  used  it  for  a  tenth  of  the  time , 
would  such  research  be  taken 
seriously?  I  think  not. 

The  Tandem  IQ  formula  did 
increase  the  non-verbal  IQ  of 
school-children  by  nine  points 
over  a  nine  month  period. 
Unfortunately,  only  30  matched 
triplicates  actually  finished  the  trial 
which  started  with  50,  but  this  is 
not  surprising  in  view  of  the  time 
period  that  elapsed. 

Naismith's  totally  different 
formula  did  nothing  over  a  month. 
In  my  view,  this  new  study  proves 
nothing  against  the  Tandem  IQ 
formula. 


Or  R.J.  Woodward 

Chairman,  Larkhall  Laboratories 


Re-title? 

In  view  of  the  article  in  C&D 
August  6,  p288,  is  there  any  truth 
in  the  rumour  that  you  are  about  to 
change  the  title  of  this  journal  to 
Chemist  &  Drugget? 


P.  Underhill 

Birmingham,  24 


MrPatel  (left),  of  Metro  Fluirmacv.  Baker  Street.  NlVl,  is  pictured 
being  congratidated  by  Jason  French ,  of  Gillette  UK,  on  his  success  in 
a  recent  Gillette  "Workout  your  profits"  competition  run  through 
Unichem.  Mr  Patel  has  won  a  Weider  Home  Gym 
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Posting  the 
Victory  V 
message 

Barker  &  Dobson  are  planning  to 
support  their  Victory  V  lozenges 
with  a  poster  campaign  that  starts 
in  November.  This  is  to  be 
followed  with  television 
advertising  starting  early  in  the 
New  Year,  says  the  company. 

The  posters  will  once  again 
recommend  people  to  "suck  it  and 
see".  Details  of  the  television 
advertising  are  being  finalised, 
says  the  company. 

For  the  trade  there  is  an  offer 
of  24  packs  for  the  price  of  22 . 

Packaging  for  Hacks  has  been 
re-designed  to  include  silver  foil 
and  a  Hacks'  frog.  A  double  size 
merchandiser  is  part  of  the  new 
packaging  and  there  is  a  repeat  of 
last  year's  trade  offer  of  36  for  the 
price  of  33,  say  Barker  &  Dobson 
Ltd.  Tel:  061-7052772. 


A  Natural 
campaign 

Alberto  Culver  are  backing 
Natural  Silk  shampoo  and 
conditioner  with  a  £500,000 
women's  Press  campaign  running 
from  September  to  November.  A 
second  burst  is  scheduled  from 
May  to  July  next  year. 

The  single  page  advertise- 
ments feature  the  sign-off  line 
"How  easily  an  indulgence 
becomes  a  necessity"  and  will 
appear  in  publications  such  as 
Vogue,  Elle,  Cosmopolitan , 
Options,  Good  Housekeeping,  and 
New  Woman.  Alberto-Culver  Co. 
Tel:  025657222. 


New  Miraflow 

Ciba  Vision  Contactasol  have 
added  a  10ml  size  of  Miraflow 
cleaning  solution  to  their  contact 
lens  solution  range  (£1.50).  Ctba 
Vision  Contactasol  Ltd.  Tel: 
04892-87916. 


Nice-Pak  enters  baby 
wipe  arena 


Pudgies  super  thick  baby  wipes, 
described  as  "a  quality  branded 
range,  designed  to  lead  the  way  in 
the  thick  baby  wipe  canister 
category  that  represents  over  28 
per  cent  of  the  US  market"  —  are 
being  launched  in  Britain  this 
Autumn. 

To  date  the  US  manufacturer, 
Nice-Pak  International,  one  of  the 
world's  largest  producers  of  wet 
wipes,  have  concentrated  their 
UK  presence  in  the  private  label 
sector.  The  introduction  of  the 
branded  range  heralds  a  new 
phase  of  growth,  says  the 
company.  It  is  investing  more  than 
£4m  over  the  next  four  years  in  its 
first  European  production  site  (to 
be  opened  next  year  at  Delyn, 
Flint). 

This  coincides  with  the 
appointment  of  Thomas  Christy 
who  will  handle  sales  to  the 
independent  chemist  trade. 

The  baby  wipes  market  is  said 
to  be  the  fastest-growing  area  of 
baby  care  merchandise  and  one  of 
the  most  buoyant  sectors  within 
the  highly  competitive  toiletries 
markets.  The  UK,  baby  wipes 
market  is  currently  valued  at 
around  £20m,  growing  at  a  rate  of 
over  30  per  cent  per  year. 
Pudgies  offers  good-vaJue  strong, 
large,  "thick  wipes",  an 
expanding  sector  of  baby  wipe 
sales,  the  company  says. 

Approximately  60  per  cent  of 


UK  mothers  use  baby  wipes,  a 
similar  proportion  to  those  who 
use  disposable  nappies  say  Nice- 
Pak.  Pudgies  super  thick  baby 
wipes  are  packaged  in  canister  and 
travel  pack  formats.  The  hypo- 
allergenic  lotion,  which  includes 
skin  conditioning  ingredients  such 
as  aloe  and  lanolin,  are  alcohol- 
free  say  Nice-Pak.  They  claim  to 
be  the  first  manufacturer  to  offer 
a  fragrance-free  baby  wipe 
variant,  providing  an  unscented 
alternative  to  the  standard  fresh 
baby  fragrance.  All  five  packs  — 
canisters  of  150  (£2.99),  75 
(£1.99)  and  35  wipes  (£1.09),  a 
travel  pack  of  14  wipes  (£0.79), 
and  a  fragrance-free  canister  of  75 
wipes  are  tamper  evident.  The 
products  are  packed  in  yellow 
containers  featunng  the  "Pudgie 
Bear"  character.  The  fragrance 
free  variety  is  predominantly 
white. 

The  launch  will  initially  be 
supported  by  a  £500,000 
marketing  programme,  led  by  a 
colour  Press  campaign  in 
consumer  mother  and  baby 
magazines  from  October. 
Consumer  trial  will  be  encouraged 
through  joint  activity  with  You  and 
Your  Baby.  A  free  travel  pack  will 
be  inserted  into  every  issue  from 
October  onwards  and  all  travel 
packs  will  carry  a  20p-off  next- 
purchase  coupon.  Distributor 
Thomas  Chnstv.  Tel:  025229911. 


Kodak  add 
50  per  cent 
battery  power 

Kodak  are  offering  new 
promotions  for  the  Winter  on  all 
Kodak  batteries  with  the  theme 
"extra  value  from  Kodak". 

The  first  promotion  is  on 
Xtralife  alkaline  size  AA  batteries. 
A  double  blister  card  offers  "buy 
four  batteries  and  get  two  free". 
Another  promotion  is  available  on 
the  C  and  D  sizes  with  an  offer 
'  'buy  three  and  get  one  free ' ' . 

The  AA  size  Kodak  Photolife 
batteries  will  also  be  promoted 
with  the  same  "buy  four 
batteries,  get  two  free"  offer. 
Again  a  double  blister  card  will  be 
the  form  of  packaging. 

And  £1  off  packs  are  available 
on  the  Kodak  Ultralife  9  volt 
lithium  battery,  giving  a  suggested 
retail  price  of  £2.99  while  stocks 
last.  The  high  power  range  of  zinc 
chloride  batteries  will  now  have  a 
suggested  retail  price  of  £0.99 
across  all  sizes. 

In  addition  to  these  offers  the 
advertising  campaign  for  Photolife 
batteries  will  continue  in  the 
photographic  Press,  says  the 
company.  The  special  offers  are 
available  from  September  to  the 
end  of  the  year.  Kodak  Ltd.  Tel: 
0442  61122. 


Sudocrem 
break  for  two 

Display  a  Sudocrem  counter  unit, 
put  upa  shelf  edger,  place  a  back- 
up order  and  win  a  week-end 
break  for  two  in  a  Trusthouse 
Forte  hotel  ~  provided  your 
ticket  wins  a  draw.  For  50 
runners-up  there  are  clock  radio 
cassettes  to  be  won. 

This  display  competition  runs 
from  now  to  September  30  with 
the  draw  on  October  28.  Pharmax 
Healthcare  offer  in  addition 
"reasonable  travel  expenses" 
and  dinner  on  the  Friday  and 
Saturday  as  a  part  of  the  week-end 
break.  Pharmax  Healthcare  Ltd. 
Tel:  032291321. 
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LRC  Winter  promotions 


Coda-med 
goes  to 
Broad 

Broad  Laboratones  have  bought 
Coda-Med  from  Dep  and  from 
Thursday  will  be  distributing  the 
product  through  International 
Laboratories. 

Coda-Med  is  being  backed  by 
a  £1.3m  advertising  campaign  in 
the  national  Press  and  on 
independent  radio  for  the  next  12 
months,  and  phaimacists  can  take 
advantage  of  an  introductory 
bonus  of  SIX  free  packs  \v^th  every 
dozen  ordered  starting  this  week. 
Broad  Laboratories.  Tel:  0753 
693600,  and  distributors 
International  Laboratones  Tel: 
042088174. 

Ultra's  Tartan 
colours 

Rimmel's  Ultra  Colour  Autumn 
collection  is  called  the  Tartan 
collection. 

For  eyes  there  are  two  eye 
shadow  duos  (£1.45):  highland 
fling  combining  rich  rust  with 
forest  green;  and  wild  flowers 
with  heather  pink  and  rich  purple. 
Mascara  (£1.29),  comes  in 
highland  glen  —  forest  green  and 
tartantula  —  pewter  grey.  And 
there  are  four  pencils  (£1.25): 
Celtic  caper  in  kingfisher  green; 
highland  glen,  pewter  grey  and 
wild  heather  (nch  purple). 

There  are  matching  lip  and  nail 
colours:  the  colour  stick  (£1 .29)  is 
available  in  royal  tartan  (bright 
scarlet)  and  highland  road  (rusty 
rose)  and  wild  clover  (heather 
pink)  and  Celtic  cerise;  (fuschia); 
nail  colours  cost  £1.15. 

Rimmel  are  also  offering  a  free 
tartan  bow  with  purchase  of  any 
two  Ultra  Colour  cosmetics,  (or 
two  bows  free,  with  purchase  of 
three),  until  November  25. 
Leaflets  detailing  the  offer  and 
giving  tips  on  make-up,  will  be 
available  with  the  range 
merchandisers.  The  Tartan 
collection  will  be  available  from 
September.  Rimmel  International 
Ltd.  Tcl:01-637 1621. 

Zoom  on 
display 

-A  pyramid  shaped,  black  and 
silver  display  stand  is  now 
available  for  Konica's  Zoom  80 
cameras.  Koniea  UK.  Telephone: 
01-7516121. 


LRC  have  put  together  a  package 
of  promotions  for  their  Winter 
lines  which  includes  a  cash-back 
promotion  for  pharmacists  and 
television  advertising. 

"LRC  Giants  touchdown  for 
sales"  promotion  is  designed  for 
independent  retail  pharmacies 
giving  them  an  opportunity  to 
collect  stickers  on  a  card  which, 
when  complete,  is  worth  £50  of 
premium  bond  gift  tokens  plus  a 
new  $30  bill,  says  the  company. 
The  promotion  is  to  run  from  next 
month  .through  to  February  next 
year.  Cards  to  collect  stickers  on 
are  to  be  available  from  company 
sales  representatives. 


Buttercup  cough  syrup  is  to  be 
backed  by  a  £0.5m  Press  and 
television  campaign  running  from 
December  through  to  next 
March.  A  repeat  of  last  year's  soft 
crayon  animation  television 
advertisement  is  to  run  in 
December,  January  and 
February.  Press  advertisements 
in  magazines,  including  Woman, 
Prima,  Radio  Times  and  TV 
Times,  are  to  appear  in  February 
and  March,  say  LRC. 

Wright's  Vaporizer  is  to  be 
supported  with  free  point  of  sale 
material  promoting  the  complete 
and  refill  kits.  LRC  Products  Ltd. 
Trl:  01-5272377. 


Keystone  gift 

A  gift  box  will  be  available  from 
Keystone  camers  containing  a  le 
Clic  110  camera,  film,  batteries 
and  a  jewellery  pouch  on  offer  for 
£26.95.  Keystone  Camera  (UK) 
Ltd.  Tel:  0533  776002. 


Elida 
Gibbs'big 
spend 

Elida  Gibbs  are  to  spend  £2. 7m  on 
launching  part  of  a  major  media  : 
campaign  to  support  five  of  their  ; 
products. 

Dimension      and      Lynx  , ) 
campaigns   commence  next 
Thursday,    with  television! 
nationwide,  except  London,  ' 
running  until  September  18.  Lynx  ; 
body  spray  has  a  budget  of  £1. 2m  ' 
to  support  the  new  shower  gel  ! 
range,  and  will  run  nationally  until  i  \ 
October  2. 

Cachet  will  be  advertised  on  all  : 
areas  of  television,  except  ,\ 
Yorkshire,  Border  and  Grampian,  | 
from  September  11  with  j 
30-second  slots,  continuing  until  : ; 
October.  Ponds  Cream  and  Cocoa  i 
Butter  will  be  similarly  appearing 
from  September  5-25. 

Elizabeth  Taylor's  Passion  is 
to  feature  in  a  Press  campaign  \ 
with  four  colour  spreads  and  single  '  | 
page  inserts  in  key  national  i 
women's  Press  during  October,  • 
say  Elida  Gibbs.  Tel:  01-4861200 

] 

Unichem  1 
September 
offers 

The  onset  of  Autumn  sees  a  range  !  i 
of  top  brand  names  included  in  the 
promotions   on   offer   from  [i 
Unichem  next  month.  Anadin,  ;j 
Gillette  shaving  cream,  Beecham 
Day  Nurse  and  Night  Nurse,  new 
Elastoplast  microporous  dressing 
spools  and  Radox  Bath  Salts,  are 
among  the  promotional  lines. 
Special  prices  apply  to  all  , 
qualifying  orders  placed  during 
September.  Unichem  Ltd.  Tel: 
01-3912323. 


Kodak  quiz 

Kodak  are  encouraging  readers  of 
the  Radio  Times  to  use  service 
outlets  controlled  by  "Kodak 
Express  Quality"  through  its 
"holiday  box",  and  additionally 
have  a  reader  competition  offering 
500  Kodak  cameras. 

This  competition  involves  the 
matching  of  four  photographic, 
products,  taken  at  an  unusual 
angle,  against  a  possible  answer. 
The  first  500  correct  answers 
drawn  from  the  postbag  will  be  the 
winners.  Kodak  Ltd.  Tel:  0442 
61122. 


Turn  on  the  'soap' 
with  Ever  Ready 


Six  Eastenders  paperbacks  are  to 
be  offered  free  with  Ever  Ready's 
Silver  Seal  battery  range. 
Promotional  packs  featuring  the 
offer  will  be  available  for  a  six 
week  period  starting  next  week. 
The  consumer  offer  is  valid  until 
March  31,  1989. 

Details  of  the  promotion  will 
appear  on  blister  cards  and  pillow- 


wrapped  packs  of  R20,  R14  and 
R6  Silver  Seal  batteries  as  well  as 
display  header  cards.  For  each 
Eastenders  title,  consumers  are 
invited  to  collect  five  proofs  of 
purchase  from  the  promotional 
packs,  up  to  a  maximum  of  three 
titles  per  household.  The 
published  price  of  each  paperback 
is  £2.50. 

This  is  the  first  on-pack 
promotion  for  Silver  Seal,  the  first 
time  leaflets  have  appeared  on 
pillow  wrapped  packs  and  the  first 
time  Eastenderes  titles  have  been 
used  as  a  promotional  offer,  claim 
EverReadv.  Tel :0 1-882  8661 . 
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COUNTERPOrNTS  : 

Arden's 
Autumn 
jewels 

Jewels  is  the  name  of  Elizabeth 
Arden's  collection  of  Autumn 
colours  for  lips,  cheeks,  nails  and 
eyes,  available  from  September. 

The  colour  is  ruby,  with 
Luxury  lipstick  in  rich  ruby,  red 
diamond,  as  well  as  topaz  and 
amethyst  (£7.95)  and  matching 
Luxury  nail  colours  (£5.75). 

And  there  are  two  new 
Slenderline  lip  pencils  in  fuschia 
and  persimmon  (£4.75),  and  two 
new  shades  of  Luxury  lipgloss 
(£6.25):  moonstone  illusion  and 
opal  illusion. 

Powder  Perfection  for  eyes 
come  in  duo  shadows  of 
silver/cameo,  emerald/sapphire 
and  amethyst/grey  pearl  (£7.95), 
accompanied  by  two  new 
Slenderline  pencils  in  peacock  and 
midnight  grey  (£4.75). 

There  are  three  shades  of 
Powder  Perfection  for  cheeks, 
precious,  jewelled  and  royal  blush 
(£9.50)  and  two  new  Flawless 
Finish  make-up  shades  —  perfect 
and  gentle  beige  (£10.50). 
Elizabeth  Arden  Ltd.  Tel:  01-784 
4000. 


Pava  extend 
Naturelle  range 


New  shampoos  and  conditioners 
are  being  launched  into  the 
Naturelle  range  this  September. 
The  range  was  bought  by  Pava 
Ltd  in  1987  as  part  of  a  move  from 
the  professional  into  the  retail 
haircare  market  and  seven  styling 
products  were  launched  recently 
in  new-look  packaging.  The  new 


shampoos  and  conditioners  are  a 
further  extension  of  the  up-dated 
look  for  Naturelle. 

The  products  include  a  super 
active  shampoo  gelee,  high 
frequency  shampoo,  high 
frequency  conditioner  and  henna 
and  pant'henol  treatment  wax. 
The  products  have  been  tested  by 


professional  hair  stylists,  and 
contain  no  added  colour  or 
fragrance  and  have  not  been 
tested  on  animals,  say  Pava. 

The  high  frequency  shampoo 
(250mi  i'1..':'.5)  and  super  active 
shampoo  Kelee  (200ml  £1 .35)  are 
designe<i  customers  who  want 
to  wash  their  hair  and  use  styling 
products  regularly.  Both  contain 
natural  ingredient 

The  high  frequency 
conditioner  (200ml  £1.35)  is  a 
relatively  new  concept  because  it 
is  a  no-nnse  product,  say  Pava.  Its 
light  formulation  can  be  used 
frequently.  The  henna  and 
panthenol  treatment  wax  (250ml 
£1 .35)  is  a  rich,  deep-penetrating 
conditioner  which  helps 
strengthen  and  restore  gloss. 

A  new  identity  and  packaging 
has  been  developed  for  the  whole 
range  to  communicate  a  young, 
fun,  streetwise  image,  say  Pava. 
The  Naturelle  logo  features 
prominently.  All  the  lines  are  sold 
in  outers  of  12  and  will  be 
marketed  nationally.  The  range 
will  also  be  on  show  and  for  sale  at 
Chemex  in  three  weeks  time. 
Pava  Ltd.  Tel:  0929  425266. 

The  Tri-Ac  System  is  range 
extension  of  spot  treatment  and 
medicated  skincare  products  on 
trial  by  Ciba-Geigy  in  Southern 
England.  Ciba  Consumer 
Pharmaceuticals.  Tel:  0403 
50101. 


SOMINEX.  THE  ONLY  OTC  REMEDY  FOR 
TEMPORARY  SLEEPLESSNEZZZZ . . . 


Every  night  thousands  of  people 
experience  temporary  disturbances  to 
their  normal  sleeping  patterns.  They 
may  have  trouble  getting  to  sleep,  or  in 
staying  asleep. 

Sominex,  formulated  by  Beecham, 
is  the  only  specific  OTC  sleeping  aid 
you  can  recommend  to  those  of  your 
customers  who  suffer  from  temporary 
sleeplessness. 

It  is  known  that  there  are  two 
distinct  types  of  sleep,  both  important 
during  a  good  night's  rest. 

Research'  shows  that  the  active 
ingredient  in  Sominex,  promethazine, 
increases  the  amount  of  orthodox  (non- 
REM)  sleep  without  disturbing  the 
amount  of  paradoxical  (KKM)  sleep, 
thus  giving  an  overall  increase  in 
sleep.  In  tests,  all  of  the  subjects 
felt  that  Sominex  had  helped  them 
to  enjoy  a  better  night's  sleep. 

With  Sominex  you  can  count  on 
extra  sales,  while  your  sleepless 
customers  can  stop  counting  sheep. 


PRESCRIBING  INFORMATION  Presentation:  Blistei  pack  n\  «  lablels,  oach  c (.mljin  I  I     me  Hycln.H  lih.inlc  ^'h  tin  Indications     ■  immiv  ^.loeplessness  Dosage  and  Administration,  a<)i.:;;:. 

one  lablel  al  bedlime  or  up  lo  one  hour  alter  going  lo  bed  Children  0-16  years  nol  recommended  Contra-indications,  Warnings  etc.:  lli''i'  ■■iu.-  no  ■^.pecific  conlra-indications  bul  u'^e  in  piegnanLv  should  be 
avoided  Precautions:  The  producl  is  a  sedative  lor  bedlime  use  only  Patients  should  nol  drive  or  operate  machinery  Alrohol  and  other  CNS  depressant  drugs  should  be  avoided  Side-effects:  A  lew  patients 
may  be  particularly  sensitive  !o  the  ettects  of  Sominex,  early  morning  drowsmess  may  be  experienced,  as  may  dry  mriulh,  blurred  vision,  dilticully  with  lachrymation  and  consiipation  i  Research  conduc'ed 
'■"  bfh.Hll  ol  Beech.-im  itt  .i  Uh  University  Sleep  Laboratory  Pmduct  ticpnre  numbei  0079/0211  fRl  Foi  turthe;  inlf mn.-ilion  write  li.  B.---ch.-.m  Health  Caff,  Great  West  Rnnfl,  Br.Till. -trt.  Middle se^ ,  TW8  960 
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Three  good  reasons 


Breast  miik 

The  very  best  start  for  baby.  Easily 
digested  and  full  of  nutrition  and  natural 
protective  properties. 


Aptamil.® 

A  well-digested  babymilk  for  the  baby 
bottle-fed  from  birth,  or  moving  on  from 
breast  milk. 


Little  Experts  to  smile. 


Breast  milk  is  the  very  best  start 
for  a  baby. 

Unfortunately  you  can't  stock  breast 
milk,  but  you  can  stock  the  very  acceptable 
alternative  -  Milupa  Babymilks,  Aptamil  and 
Milumil.  More  and  more  hospitals  and  clinics 
are  using  Milupa  Babymilksthan  ever 
before.  So  grow  your 
business  with  our 
Little  Experts  and  stay 
with  Milupa  for  the 
comprehensive  range  of 
babymilks,  babyfoods,  rusks 
and  drinks. 


^ive  you 


Your  profits 
plenty  to  smile  about  too 


IMPORTANT:  Breast  milk  is  the  best  milk  for  a  baby. 
A  doctor,  midwife,  nurse  or  health  visitor  should  be 
consulted  for  any  advice  needed.  If  a  babymilk  is 
used  it  is  important  for  the  baby's  health  that  all 
preparation  instructions  are  followed  carefully 


milupa' 

MilupQ  babymilks.  Well 
digested  and  well  accepted. 


Milupa  Ltd.,  Milupa  House,  Uxbridge  Road,  Hllllngdon,  Uxbridge,  Middlesex  UBIO ONE 
Telephone:  01-573  9966. 


Milumil.® 

A  well-accepted  babymilk  witti  higher  levels  of 
protein  and  carbohydrate.  For  continued 
nourishment  throughout  the  first  year 


For  saftsfytng  tKrttie  fseOrng 


[>i']'l>IMHa']lil^1 


LRCin 
Spring 
re-Fresh 

LRC  Products  have  relaunched 
Wnght  's  Spnng  Fresh  soap  with  a 
new  bar  shape,  size  and 
packaging. 

The  new  soap  has  a  light 
perfume  and  pastel  green 
packaging  and  is  available  in  125g 
bars  priced  £0.40. 

Special  twin-packs  of  Spnng 
Fresh  and  Wnght's  coal  tar  soap 
will  be  available  this  Autumn 
pnced  £0.55.  LRC  Products  Ltd. 
Td:  01-5272377. 


Trainer 
Tamers 

James  lerocious*^-^  , 
"amor  odour 


Odor- 
Eaters 


Odoreaters  revamp 


Combe  international  are 
repackaging  their  Odoreater 
range,  which  is  currently  being 
backed  by  a  national  television 
advertising  campaign. 

The  orange  livery  has  been 
maintained  but  the  logo  is  updated 
and  the  design  emphasises  how 


the  insoles  cater  for  all  shoe  types 
—  the  picture  and  yellow  flash  on 
pack  highlighting  trainer,  work 
shoe  or  everyday  shoe  usage. 

The  new  packs  will  be  sold  in  in 
the  next  two  or  three  months,  say 
Combe  International  Ltd.  Tel: 
01-6802711. 


Color  Glaze  from  Nailoid 


Richards  &  Appleby  have 
introduced  a  new  Color  Glaze 
range  of  nail  polishes  into  their 
Nailoid  nail  care  collection.  There 
are  13  new  colours  as  well  as 


natural,  colorless,  and  basecoat. 
The  range  comes  in  11ml  bottles 
(£0.59).  Display  merchandisers 
are  available.  Richards  &  Appleby 
Ltd.  Tel:  069520111. 


Diabetic 
food  packs 

Two  food  packs  targetted  at 
Caucasians  and  Asians  have  been 
produced  by  the  British  Diabetic 
Association. 

The  packs  contain  a  range  of 
replica  foods,  measuring  spoons 
and  beaker  and  are  designed  to 
help  adults  and  children  learn  to 
visually  estimate  carbohydrate 
exchanges  and  to  teach  ,  the 
contents  of  balanced  meals,  says 
the  BDA.  The  Caucasian  pack 
costs  £106.40  and  the  Asian  pack 
£48.  BDA.  Tel:  01-323  1531. 


And  Shoo 


3W3y... 


And  International  Laboratories 
are  taking  over  the  distribution  of 
Shoo  insect  repellent  from 
September,  offering  introductciy 
bonuses  and  discounts,  with 
additional  bonuses  when  Shoo  and 
Codamed  are  ordered  together 
(see  p346). 

The  product  will  be  supported 
by  national  Press  advertising  in 
September  and  October,  say 
International  Laboratories  Ltd. 
Td:  042088174. 


YOU  CAH'T  RECOMMEND  i 


Maws  re-pack 

Maws  will  be  repackaging  the 
breast  feeding  range  in 
September  to  bring  these 
products  in  line  with  the 
company's  bottle  feeding  range 
which  was  relaunched  last  year. 

The  five  packs  will  have  blue 
and  pink  shading  with  "soft" 
photographs  depicting  a  mother 
and  baby  —  breast  pump  (£9.30), 
breast  pads  (6s  £3.65),  breast 
shells  (2s  £3.19),  nipple  shields 
(£2.35)  and  nipple  cream  (£1 .25). 
Ashe  Consumer  Products  Ltd.  Tel: 
0372376151. 


Vanderbilf  s  classiques 


Les  Classiques  de  Vanderbilt  is  a 
collection  of  coffrets  for  Christmas 
available  from  October. 

Packed  in  boxes  with 
pearlescent  lilac  bases  and 
transparent  lids  decorated  with 
the  Vanderbilt  swan  and  a  floral 
design,  the  range  comprises 
Duet;  soap  and  eau  de  toilette 


(£14.25);  Perfect  Partners  —  eau 
de  toilette  spray  with  body  lotion 
(£21.25);  Treasures;  body  lotion, 
soap  and  eau  de  toilette  (£25.75) 
and  Coffret  de  Luxe  with  eau  de 
toilette  in  a  limited  edition  glass 
bottle  and  tasselled  atomiser 
(£19.95).  Parfums  Vanderbilt. 
Tel:  01-937  5454. 


Hawaiian  goes  to  WLHC 


Warner-Lambert  are  taking  over 
sales,  marketing  and  distribution 
of  Tanning  Research 
Laboratories'  Hawaiian  Tropic 
sun  care  products  and  the  Ski  Pro 
Winter  Protection  range  on 
Thursday. 

All  inquiries  should  be  routed 


as  through  the  salesforce  or  direct 
to  the  company. 

WLHC  take  over  the 
distribution  from  Network 
Management,  who  recently 
merged  with  International 
Laboratories.  Warner  Lambert 
TeU  0703  619791. 


ggest  ever 


Cussons  say  they  are  offering  up 
to  £3m  worth  of  coupons  on  sales 
of  Impenai  Leather  toiletries  as 
part  of  the  ranges  biggest 
promotion. 

During  September  and 
October,  7  million  special  packs 
will  feature  tokens  collectable 
against  the  Imperial  Leather 
coupon  book,  Cussons  say.  FuD 
pages  in  main  national  Press 
advertising  the  promotion  will  also 
carrv  an  initial  incentive  token. 
Cussons  (UK)  Ltd.  Tel:  061 
7926111. 


/iOKE  EFFECTIVE  PAINKILLER 


In  the  last  eighteen  years,  ibuprofen  has  brought  pain  relief  to  millions. 
Originally,  as  a  prescription-only  painkiller.  And  in  the  last  five  years,  over 
the  counter  through  pharmacies  as  Nurofen. 
Nurofen  is  now  recommended  by  more  pharmacists  than  any 
other  analgesic  brand. 

It  contains  only  ibuprofen.  And  clinical  studies  have  proved  it  to  be  generally 
superior  to  both  aspirin  and  paracetamol,  in  the  treatment  of  mild  to 
moderate  pain. 
Compared  with  aspirin,  it  is  gentler  on  the  stomach. 

Unlike  paracetamol,  and  codeine,  it  is  effective  in  reducing  inflammation. 
Finally,  Nurofen  is  the  only  OTC  analgesic  which  carries  The  Queen's  Award  for 
Technological  Achievement. 

This  was  awarded  to  the  Research  Department  of  our  parent  company  for  the 
development  of  ibuprofen. 

With  such  a  distinguished  commendation,  IMurofen  is  one  painkiller  you  can 
recommend  with  the  utmost  confidence. 


CROOKES 

fjeMcm. 

Behind  the  best  names 


*DIY'  promos 

a  Oem  of  a 
competition 

Richards  &  Appleby  have 
launched  a  new  "DIY"  promotion 
for  their  Gem  body  sprays 
featuring  a  consumer  competition 
with  prizes  for  customers  in  each 


COUNTERPOINTS 


individual  shop. 

Running  the  competition  is 
easy  as  ever>'thing  necessary  is 
supplied  in  a  competition  pack, 
says  the  company.  This 
comprises  a  display  card,  entry 
forms,  entry  box,  a  winner 
announcement  poster  together 
with  the  pnzes  (supplied  free  with 
retailer's  stock  order).  The 
competition  follows  the  guidelines 
of  the  British  Code  of  Sales 
Promotion  Practice,  say  Richards 
&  Appleby  Ltd.  Tel:  0695  20111. 


ON  TV  NEXT  WEEK 


f»  TV  riramnijin 

B  Border 

CTV  Channel  Islands 
LW  1  London  Weekend 
C4  Channel  4 

1 1 1  Ilstpr                              STV  SroHand 

G  Granada  (central) 

A  Angba                           Y  Yorkshire 

TSW  South  West              HTV  Wales  &  West 

IIV  1  hames  lelevision       IVS  south 

TV-am  Breakfast               TT  Tyne  Tees 

Telev]sion 

Anadin  paracetamol: 

All  areas 

Andrex  family  tissues: 

All  areas 

Colgate  toothpaste: 

All  areas 

Dentu-Creme: 

All  areas 

Duracell  batteries: 

HTV,  TSW 

Finesse: 

All  areas 

First  Response: 

All  areas 

L'Oreal  Freestyle: 

STV,G,A,HTV,TVS,LWT 

Listerine: 

C4 

Lucozade  Light: 

All  areas 

Natrel  Plus: 

All  areas 

Optrex: 

All  areas  except  B,U  &  TV-am 

Oxy: 

All  areas 

Panadol: 

GTV,STV,G,Y,A,HTV,TSW,TVS 

PR  Freeze  Spray: 

G 

Radian  B: 

G,Y,TT 

Reach  toothbrushes: 

C,A,TVS,LWT,TV-am 

Senokot: 

All  areas 

Stickers  false  nails: 

All  areas 

Super  Poll  Grip: 

All  areas 

Sweetex: 

All  areas  except  LWT  &  TV-am 

THINKING  ABOUT  SHOPFITTING? 


*  for  a  superb 
looking  shop 
+  increased 
t/o  and  profits 

PLEASE  mUG 
01-805  6240 


MODISPLAY(SHOPFiniNG)LTD 

1  LOCKFIELD  AVE,  ENFIELD,  MIDDX  EN3  7UU. 


Martyn  Hudsnn.  a  ptinDiiacist  with  the  Portsmouth-based 
Tremletts  group  has  won  a  trip  to  Antwerp  for  two,  as  winner  of 
Janssen  's  Acnidazil  Diamond  competition.  The  trip  includes  a  visit 
tojanssen 's  research  centre  and  a  diamond  factory.  Pictured  (left  to 
right)  are  Sare  Merrett,  Janssen  representative,  and  Martyn 
Hudson  and  his  wife 


Winner  of  Unichem 's  June  Golden  Prospects  promotion  Mr  Bill 
Holden,  of  Holden  Pharmacy ,  Wolsingham,  Durham,  is  pictured 
(centre)  receiving  an  Ainsley  bone  china  dinner  service  from 
Unichem 's  Newcastle  branch  manager  Ray  Durey  (left)  and  area 
sales  representative  Mrs  Dorothy  Soulsby 


PRESCRIPTION  SPECIALS 


Anxon  data  sheet  change 


The  Data  Sheet  for  Anxon 
capsules  (ketazolam)  has  been 
amended  to  take  account  of  recent 
recommendations  for  benzo- 
diazepines, say  Beecham 
Research  Laboratories. 

Anxon  is  now  indicated  for  the 
short-term  relief  of  anxiety  that  is 
severe,  disabling  or  causing 
unacceptable  distress,  and  occurs 
alone,  or  with  insomnia  or  short- 
term  psychosomatic,  organic  or 
psychotic  illness.  The  use  of 
benzodiazepines  to  treat  short- 
term  mild  anxiety  is  considered  to 
be  inappropriate  and  unsuitable, 
the  new  Data  Sheet  savs. 


Dosage  directions  advise 
against  long  term  use,  saying  the 
full  dose  should  not  be  continued 
beyond  four  weeks,  and  should 
always  be  tapered  off  gradually. 

Extreme  caution  in  use  in 
patients  with  personality 
disorders  is  advised,  because  of  a 
risk  of  precipitating  agressive 
behaviour.  There  may  also  be  a 
risk  of  suicide,  the  Data  Sheet 
says.  And  it  warns  that  withdrawal 
may  be  associated  with 
physiological  and  psychological 
symptoms  including  depression. 
Beecham  Research  Laboratories. 
Tel:  01-5605151. 


New  dose  for  Paramax 

The  Paramax  Data  Sheet  now  has 
guidance  on  dosage  according  to 
bodyweight.  Adults  aged  15  to  19, 
weighing  30  to  59kg  should  take 
an  initial  dose  of  one  tablet  and  a 
maximum  daily  dose  of  three,  for 
those  weighing  more  than  60kg 
the  doses  are  two  and  five  tablets, 
respectively. 

For  adolescents  (12-14  years). 


30kg  and  over,  the  dose  is  one 
initially  and  a  maximum  daily  dose 
of  three.  Beecham  Research 
Laboratories.  Tel:  01-560  5151. 

Chlorhexitulle,  a  chlorhexidine 
acetate  impregnated  tulle,  10cm 
by  10cm  (10,  £2.90  trade)  is 
available  from  distributors,  Seton 
Products  Ltd.  Tel:  061-6522222. 
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Creighton's 
Christmas 
soap  deals 

Creighton  will  be  offering  ideas  for 
Christmas  for  the  increasing 
number  of  consumers  wanting 
products  made  and  tested  without 
cruelty  to  animals. 

Their  gifts  include 
presentation  packs  of  fruit- 
scented,  pure  vegetable  soaps  — 
peach,  avocado  and  blackcurrant, 
or  strawberry,  apple  and 
tangerine  (£2.97)  —  and  gift  packs 
of  apple  and  tangerine  bath  seeds. 

The  company  will  also  be 
exhibiting  this  year's  new 
introduction  —  the  Sun  Veil  sun 
protection  range  —  and  the 
relaunched  Apricot  body  care 
range. 

Discounts  will  be  available  on 
all  orders  placed  at  the  exhibition. 
Visitors  will  be  able  to  test  the 
products  and  discuss  their 
requirements  for  "own  label" 
preparations.  Stand  119. 
Creighton  Laboratories  pic.  Tel: 
09066-5611. 


Hermesetas 
Swatch 
sweetener 

Swatch  watches  will  be  given  to 
the  first  100  retailers  ordering  60 
units  at  least  of  Hermesetas, 
including  one  order  of 
Hermesetas  Light,  the  new  tablet 
containing  aspartame  and 
acesulfame  K  being  launched 
nationally  on  September  1 .  A  free 
blistercard  is  being  offered  for 
every  12  ordered.  Stand  60. 
Hermes  Sweeteners.  Distributors: 
Jenks  Brokerage.  Tel: 
0494-33456. 


DAP  to  hand 
out  Fuji 
SHR  film 

Every  customer  visiting  the  David 
Anthony  Pharmaceuticals  stand 
on  the  Sunday  of  Chemex  will 
receive  a  free  Fuji  SHR  135x24 
film.  Special  deals  will  be  available 
on  Duracell,  Fuji  and  3M  products 
during  the  exhibition. Sto«(i  51. 
David  Anthony  Pharmaceuticals. 
Tel:  051-4867117. 


Companies  we 
with  draw  prizes 


Several  companies  exhibiting  at 
Chemex  '88  (September  18-19) 
are  donating  prizes  for 
registration  ticket  draws. 

The  following  are  the 
companies  and  the  prizes  they  are 
offering  (times  refer  to  both  the 
Sunday  and  Monday):  Brita  (UK) 
Ltd,  stand  143,  two  water  filter 
jugs      (4pm);  Doncaster 


Pharmaceuticals,  stand  66,  three 
bottles  of  champagne  (3pm); 
Janssen  pharmacy  division,  stand 
178,  crate  of  wine  (4pm);  Sterling 
Health,  stand  47,  food  hamper  (12 
noon);  Swaddlers,  stand  72,  two 
bottles  of  port  (12  noon). 

In  addition  there  will  be  a  major 
prize  from  organisers  MGB 
Exhibitions  at  5.30pm  both  days. 


Jacl(el  tal(e  two 
stands  for  tlie  Show 


Jackel  International  are  taking  two 
stands  at  Chemex  to  show  their 
latest  additions.  New  Tommee 
Tippee  cutlery  sets,  rattles  and 
educational  toys  —  including  a 
Splash  'n'  Learn  range  for  bath 
play  —  will  be  on  stand  166. 

The  1989  range  of  Sunbrella 
sunglasses  will  be  on  stand  284. 


Tutti  F"rutti  is  a  new  style, 
designed  to  appeal  to  the  young, 
and  has  patterns  in  bright  primary 
colours  on  white  or  black,  with  co- 
ordinating neck  cords  (£6.99). 
Jacquelle  Christmas  gift  lines  will 
be  on  the  same  stand.  Jackel 
International  Ltd.  Tel: 
091-2501864. 


Suba-seal 
inch  animal 


The  1989 iaiige  u!  buba-seal  swim 
caps  will  be  on  show  at  the  William 
Freeman  stand. 

Also  new  for  this  Autumn  are 
four  animal-shaped,  covered  hot 
water  bottles  for  children.  The 
shapes  are  Teddy  bear,  bunny, 
panda  and  koala  bear  and  all  have 
the  Suba-seal  rubber  safety 
closure.  Stand  42.  William 
Freeman  &  Co  Ltd.  Tel: 
0226-284081 


Health  &  Diet 
profit  boost 

Health  &  Diet  food  will  be  offering 
a  50  per  cent  profit  on  return  on  all 
orders  for  FSC  vitamins, 
minerals,  specific  supplements 
and  dietary  acids.  Stand  269, 
Health  &  Diet  Foot  Co  Ltd.  Tel: 
0483-426666. 


WYETH  GENERICS 
PHARMACY  CROSSWORD  NO.  5 

The  solution  to  No,  5  will  appear  alongside  No.  6  in  September,  1988 


Clues  Across 

6  Panent  in  cut-price  axis  for  treatment  (12) 

7  Insure  tat  as  one  measure  (7) 

8  Curtail  haven  or  rumex  (4) 

10  Fumed  (4.3) 

12  Provided  flutes  by  turning  dog  over  (7) 

13  Keen  process  as  incentive  (4) 

14  fvirs  Glum  begins  in  charge  of  Mr  Read  (7) 
16  The  Princess  is  pleasant,  but  it's  not  nice  (12) 

Clues  Down 

1  Hatch  poor  pig  somehow  —  very  accurate,  if  a 
memory  (12) 

2  Time's  up  —  give  outi  (4) 

3  Choose  from  the  list  or  a  generic  product  for  shelf 
space  (7) 

4  Little  Edward,  full  of  confounded  drug,  went  wearily  (7) 

5  Particular  friend7  (12) 

9  Daily  received  weekly  by  (VIRPharmS  (7) 

11  In  a  shaky  condition  as  the  raid  collapses  (7) 

15  A  thousand  past  one  in  the  morning  leads  the 
faithful  (4) 

Submitted  by  G  A  F  Rainbow,  Newcastle,  Staffs 


Solution  10  Puzzle  Na  4 

Acrois.'l  Cork,3  Moihbdll,9  Ljzarel,  10  Piece,  11  Cojnplasieis,  13  Resort,  15  Tannic 
1/  Ptioiogiaphic,  20  Polio,  21  Roundel,  22  Cure  sick,  23  Dooi  Down:  I  Cold  cure, 
2  Razor  4  Outlaw,  5  Hypothalamus,  6  Aneuiin,  /  Lees  S  Preparations  !2  Acicular, 
!1  Scholar  16  Agaric,  18  Hydro  19  Epic 

Prizes  of  £5  will  be  awarded  to  the 
senders  of  the  first  10  correct  solutions 
drawn  on  9th  Septeinl}er  1988. 

Name  No  5 

Address 


Get  the  right 
result  with 


Send  your  crossword 
to  \X^eth  Generics  If  it's 
selected  for  publication  here 
we'll  send  you  £50  Puzzles  should 
be  no  larger  than  12x12  squares 


WYETH 


GENERICS 


QUALITY  ASSURED 


*tratJe  mark 


Wyeth  Generics.  Wyeth  Laboratories,  Huntercombe  Lane  South,  Taplow,  MaicJenhead,  Berks  SL6  OPH 
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The  majority  of  independent  chemists  have  still  to  plug  in  to  the  sales  of  small 
electrical  appliances.  In  this  feature  we  consider  why  resistance  to  this  range  of 
merchandise  could  be  misplaced.  The  market  is  strong  with  a  growing  tendancy  to 

the  'it's  in  fashion  or  throw  it  away"  attitude  of  the  younger  users,  male  and 
female,  who  wash  their  hair  and  groom  themselves  with  increasing  frequency.  And 
with  a  market  worth  some  £400m  in  1987  and  showing  3  per  cent  annual  growth 
on  average,  there's  plenty  of  opportunity 


Chemists  often  cite  poor  profitability  as  a  |  i 
reason  for  not  stocking  electricaJs,  but  at  about  io 
20  per  cent  on  return  they  compare  quite  :  1 
favourably  with  many  other  goods  and,  |t 
because  of  the  relative  higher  unit  cost,  the  'A 
direct  sales  costs  will  be  well  covered  —  which  jii 
is  more  than  can  be  said  about  some  larger 
disposables  items!  Serious  price  cutting  is  not 
so  prevalent  now,  and  retail  prices  have 
hardened. 

Theft  and  shrinkage  are  other  problems 
which  require  attention,  just  as  they  do  with 
higher  priced  goods.  Displays  in  windows 
must  be  secured  inside  and  out,  and  high  cost, 
small  items  within  the  shop  are  best  displayed 
in  a  glass-fronted  cabinet.  The  larger  hair 
dryers,  and  electric  blankets  should  be  safe  on 
the  open  shelf  encouraging  the  impulse  buy. 

Market  research  shows  that  the  public 
would  seldom  consider  their  local  pharmacy  as 
a  place  to  buy  their  small  electricals 
requirements,  so  it  is  essential  to  display  the 
products  boldly,  preferably  as  a  permanent 
feature  in  a  window.  Pharmacies  have  a  good 
through  traffic  so  imaginative  and  seasonal  in- 
store  displays  could  soon  result  in  general  ; 
awareness  that  these  products  are  available  in 
your  pharmacy.  | 


The  small  electricals  industry  has  become 
much  more  innovative  and  fashion-conscious 
and,  in  a  similar  way  to  the  motor  industry, 
regularly  updates  and  advertises  additional 
features  —  faster  speeds,  more  power,  more 
heat,  low  noise  and  range-re-styles.  This 
leads  to  renewed  public  interest  and, 
hopefully,  fresh  investment  in  the  "new" 
product. 

This  was  the  split  of  the  total  small 
electrical  appliance  market  in  the  UK  in  1987. 


Sector 

Em 

Growth  % 

rsp 

(CAGR) 

Hair  stylers 

36 

0.8 

Hair  dryers 

27 

2.8 

Dry  shavers 

62 

3.4 

Batteries 

230 

6.4 

Torches 

27 

6.0 

Electric  blankets 

16 

2.2 

£398m 

Boots  have,  by  value,  a  large  share  of  this 
market,  for  example  30  per  cent  of  hair  dryers 
and  personal  electrics,  against  34  per  cent  for 
all  stores,  discount  stores,  and  mail  order 
outlets,  with  the  balance  through  other 
retailers.  Boots  also  take  18  per  cent  of  the 


battery  market,  only  rivalled  by  grocers  at  31 
per  cent. 

The  smaller  multiples  and  chains  are 
investing  in  stock  and  space  for  small 
electricals,  but  the  independent  chemist 
electricals  stockist  is  rare.  At  a  time  of  such 
great  competition  for  traditional  chemist  lines 
electricals  might  provide  an  opportunity  to  hit 
back.  What  better  recommendation  than  this 
from  Tefal 's  managing  director.  "We  feel  that 
the  independent  chemist  sector,  with  its 
unique  customer  profile  and  service  is  very 
worthy  of  our  support".  Small  electrical 
retailers  do  not  perform  well  and  so  should  not 
present  too  much  competition  if  the  chemist 
"pitch"  is  right.  The  most  aggressive  retailer 
is  said  to  be  Argos. 

Small  appliances  are  no  longer 
'  'expensive ' '  ranging  from  say  £5  to  £65  per 
item,  and  the  range  can  be  restricted  to  the 
top-sellers  which  are  clearly  defined.  A  stock 
of  less  than  £1 ,000  would  be  sufficient  to  start 
up,  but  seasonal  demands  and  shortages  at 
peak  sales  times  make  it  essential  that  the 
stock  position  is  frequently  reviewed. 

Manufacturers  and  wholesalers  offer  stock 
advice,  sales  promotion,  stands  and  POS 
material. 
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Show  off — sell  out 

Product  selection  is  as  important  because  profit  on  small  appliances  comes 
from  turning  over  products  quickly  and  efficiently,  according  to  John  Hadley, 
of  Braun,  who  looks  at  the  ''do's"  and  "don'ts"  of  electrical  retailing. 


The  risk  of  selecting  slow-moving  lines 
increases  as  the  range  is  extended.  New 
products  and  representations  add  to  this 
problem  and  it  is  important  to  examine  the 
marketing  support  being  offered  by  the 
manufacturer.  Questions  should  include:  is  it 
on  television?  Is  it  being  supported  by  Press 
campaign?  Will  the  product  have  a  selling  edge 
over  its  competitors? 

Another  element,  particularly  at  pre- 
holiday  and  Christmas  times,  is  to  identify 
possible  fast  moving  products  and  keep  stocks 
up.  Or  order  forward,  as  best  sellers 
frequently  become  unobtainable  if 
manufacturers  and  wholesalers  run  out  of 


Morphy  Richards  have  relaunched  their  brand 
after  14  years  out  of  the  hair  appliance  market. 
Brand  leaders  during  the  50s  and  60s,  the 
company  now  feels  that  the  market  and  the 
time  is  right  for  a  return. .  "We  have  the  name. 
We  have  the  products.  We  have  the  support, ' ' 
says  managing  director,  Roy  Smith. 

The  initial  range  will  concentrate  on  the 
high  value  hair  appliance  market,  but  future 
developments  will  be  innovative.  Morphy 
Richards  aim  to  capture  at  least  10  per  cent  of 
the  market  (£6m  per  annum).  They  believe 
that  there  is  a  replacement  purchase  sector 
and  that  the  Morphy  Rich^Tds  name  will  have 


stock  when  the  demand  exceeds  the  sales 
forecast. 

Having  selected  the  range,  display  and 
correct  merchandising  becomes  important, 
increasing  sales  and  reducing  staff 
involvement.  Display  by  manufacturer  to  give 
more  impact,  not  by  price  range.  Showing 
models  of  the  same  style  and  graphics 
together  reduces  visual  confusion.  The  key  to 
the  personal  care  section  is  layout.  Customers 
must  find  it  easy  to  identify  what  they  are 
looking  for,  preferably  without  staff 
assistance.  This  is  of  particular  importance 
with  hair  care  appliances  which  are  high 
impulse  purchases. 


high  impact  with  the  consumer. 

The  range  consists  of  ten  products  selling 
fi-om  £3.99.  for  the  curling  tongs,  to  £29.99  for 
the  "Salon' '  hair  dryer,  all  styled  in  two-tone 
grey  with  the  Morphy  Richards  motif. 

The  products  will  be  distributed  by 
Robimatic,  a  wholesaler  specialising  in  the 
delivery  of  small  quantities.  This  company  is 
new  to  electricals,  being  a  specialist  in 
distribution  of  DIY  pre-packs.  With  an  existing 
nationwide  distribution  network  and  forty 
representatives  on  the  road,  Mark  Fletcher, 
sales  and  marketing  manager  is  "looking 
forward  to  the  challenge  of  a  new  market. ' ' 


Putting  on 


Hair  stylers  lead  thjs  nirirke)  v/ilh  a  £36m  sales 
and  significant  growth  potential  as  hair  styles 
become  yet  more  individual  and  reciuire  daily 
repair  or  embellishment. 

Braun  lead  this  sector  with  33  per  cent, 
other  shares  are  Clairol  15  per  cent,  Babyliss 
11  percent.  Carmen  10  percent  and  Philips  at 
8  per  cent  by  value. 

Carmen  brand  manager  Ann-Marie 
Thompson  comments  on  the  changes; 
"Carment  is  creating  a  range  of  products  for 
the  young,  fashion-conscious,  physically 
aware  woman.  This  entails  developing 
products  like  a  professional  hairdryer 
complete  with  diffuser  and  nozzle  attachment, 
and  a  versatile  crimper  which  allows  users  to 
create  different  hairstyles  with  a  simple  plate 
attachment  change.  Creating  high  impact, 
fashion  orientated  packaging  is  all  part  of  the 
programme." 

Clairol  recently  introduced  Benders,  a 
heated  flexible  styler  so  that  "in  just  10 
minutes  they  are  ready  for  curiing  action, 
whether  it's  a  wild  and  curly  style  you  want, 
or  soft  romantic  waves." 

But  Braun's  gas  curlers  still  lead  the  way 
with  97  per  cent  of  this  particular  sector.  The 
updated  Independent  range  with  Piezo  ignition 
and  combination  tongs  and  brushes  seem  able 
to  keep  the  competition  away  and  maintain 
high  consumer  profile. 

Philips  are  backing  Jet  Set,  a  range  which 
offers  cordless  styler  and  gas  heated  tongs  and 
brushes  with  refillable  or  disposable 
cartndges. 

Hair  dryers 

The  UK  hair  dryer  market  stands  about  £27m 
—  Braun  take  20  per  cent,  Clairol  17  per  cent, 
Philips  12  per  cent  and  Molinex  9  per  cent  with 
Morphy  Richards  back  into  the  market  for  the 
first  time  in  14  years,  hoping  to  gain  a  10  per 
cent  share. 

This  sector  of  the  market  is  one  which 
continues  to  grow  according  to  Jeff  Moody  of 
Philips:  "A  signficant  technical  development 
has  been  the  introduction  of  a  'cold  shot' 
feature  on  dryers  which  cuts  out  all  heat  and 
is  thus  a  very  efficient  way  of  holding  a 
hairstyle." 

Being  the  least  expensive  small  electricals. 
hair  dryers  are  the  most  likely  to  be  the 
subject  of  a  second  or  replacement  purchase 
and  it  is  here  that  the  manufacturer  has 
concentrated  his  efforts  with  "updating" 
style,  and  with  innovation,  more  powerful, 
quieter  fans  and  the  professional  tag. 

Braun  offer  the  "compact"  Silencio  range 
with  power  at  low  noise  levels  —  their  most 
recent  addition  is  priced  at  £9.95. 


Sales  of  Hair  Stylers  by  Outlet  Type 

'Ki  by  Value 

1985  1987 


Mult  Elec,  Retailers 


Morphy  back  with  hair 


'  We  care  for  your  tMsiness ' 


WHOLESALERS  &  DISTRIBUTORS  OF 
SMALL  ELECTRICAL  APPLIANCES 
&  PHOTOGRAPHIC  PRODUCTS 

01-998  8833 


Specialist  distributors  to  the  Chemists  Trade  of 

BRAUN,  CLAIROL,  PHILIPS,  PIFCO/CARMEN,  BABYLISS, 

REMINGTON,  PANASONIC,  TRAVELLER,  TDK,  JVC, 
MOUNTAIN  BREEZE,  KODAK,  FUJI,  POLAROID,  DURACELL 

See  us  at  Chemex  Exhibition        ^^^^  "^eady  sylva  cell 


STANDS  10/11/12 


01-998  8833 
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ILECTRICALS 


Clairol  have  reacted  by  launching  the  four 
dryers  in  the  Techniques  range  but  with  three 
power,  three-heat  facilities.  Their  latest  model 
Techniques  SE1600,  will  be  advertised  in  the 
women's  Press  from  September  to  December. 

Philips  have  recognised  that  men  frequently 
use  hair  dryers  in  presenting  the  Power  1500, 
a  lightweight,  two-speed  dryer  styled  in  black 
at  rrp  £10.99.  They  claim  that  their  Silence 
1200W  and  1600W  are  the  quietest  on  the 
market. 


Dry  shavers 

Dry  shavers  have  total  UK  sales  of  about  £58m 
per  annum  lead  by  Philips  at  43  per  cent,  Braun 
26.7  per  cent  and  Remington  12.6  per  cent. 

This  market  is  divided  into  models  designed 
to  appeal  to  males  and  females  and  again  into 
battery  operated,  mains  and  recharageable. 
Battery  operated  models  are  now  marketed  for 
occasional  and  holiday  use;  they  are  less 
powerful  and  if  sold  to  a  first-time  buyer  might 
result  in  customer  dissatisfaction.  Until 
recently  ladies  shavers  were  battery  powered, 
but  now  the  trend  is  to  cordless  and 
rechargeables  as  they  provide  a  much  more 
efficient  shave. 

Philips  recommend  that  the  greatest  profit 
can  be  made  out  of  their  mid-price  Tracer 
mains  and  rechargeable  shavers.  Targetted  at 
the  younger  market  in  strong  colours  with  black 
trim,  retailing  at  £21.99  and  £32.99  for  the 
rechargable.  Philips  also  offer  three  battery 
shavers  with  twin  floating  heads. 

The  number  two  in  the  market,  Braun, 
have  three  top  shavers  for  men:  the  Linear  266 
designed  for  the  younger  man,  said  to  remove 
anything  from  fuzz  to  tough  stubble  is  in  four 
models,  mains  and  rechargeable,  which  sell  at 
£19.95  to  £32.95. 

Remington  offer  their  Micro  Screen  XLR 
1100  (£29.95)  and  have  recently  introduced  a 
new  vibrating  blade  system. 


...for  ladies 


The  ladies  shaver  sector  is  again  lead  by  Philips 
with  47  per  cent  of  the  £14m  market,  Braun  at 
22  per  cent,  being  the  main  contender.  These 
electrical  shavers  are  being  challenged  by  the 
alternative  hair  plucking  devices  launched  by 
Oris  with  Epilady,  and  Remington  with  Lady 
Remington  Smooth  and  SUky,  and  the 
electrolysis  system  One  Touch,  a  different 
approach  by  Carmen. 

The  Philips  range  of  ladies  shavers  include 
three  battery  models,  two  mains  and  a 
rechargeable  which  can  be  used  cordless  for  50 
minutes  after  an  eight-hour  charge.  The  Philips 
Lady  Shave  Washable,  retailing  at  £10,99.  is 
aimed  at  the  younger  user.  They  say  the  most 
popular  is  the  Deluxe  HP2602  (£12.99),  easy 
to  use  giving  comfort  in  depilation.  The 
rechargeable  model  is  the  top  of  the  range  and 
comes  complete  with  case  at  £29.99  retail. 

Braun  Style  lady  shavers  were  launched  in 
May  and  represent  a  break-away  from  the  male 
shaver  in  appearance  and  design  and  are 
suitable  for  legs,  underarm  and  bikini  line.  The 
deluxe  rechargeable  model  is  priced  at  £24.95. 
A  mains  dual  voltage  model  with  a  coiled  cord 
retails  at  £19.95. 

Oris  led  the  way  in  the  alternative 
depilatory  methods  with  Epilady,  a  device  with 
a  metal  sprial  revolving  at  9,500  rpm  which 
wraps  the  hair  around  the  coil  and  removes  it 
from  the  root.  The  result  is  said  to  be  similar  to 
that  after  waxing  and  is  only  recommended  for 
the  legs;  retail  price  £35. 

Remington  have  very  recently  marketed 


Lady  Remington  Smooth  and  Silky  which 
extracts  the  hair  by  the  root  by  means  of  a 
grooved  rubber  roller.  It  can  be  used  on  the 
legs,  fore-arms  and  bikini  line  and  is  mains 
powered. 

The  Carmen  One  Touch  is  a  battery 
operated  device  introducing  a  mild  current  via 
a  stylet  tip  into  the  hair  follical.  A  microchip 
locates  the  hair  and  controls  the  current, 
destroying  the  cells  in  the  hair  follicle.  Retail 
price  £27.95. 

Braun  are  planning  to  spend  more  than  £6m 
on  consumer  adveritising  including  a  national 
Press  campaign  in  the  three  months  up  to 
Christmas,  on  their  Style  shavers  and  Silencio 
hairdryers.  Philips  are  similarly  supporting  their 
new  products  with  a  £2. 5m  spend  on  TV  and 
Press  advertising. 

Dry  batteries 

Dry  batteries  represent  a  massive  58  per  cent, 
£230m  by  value  of  the  total  small  electricals 
market  of  £398m.  Chemists  have  18  per  cent 
of  this  sector  but  multiples  took  a  large  share. 

The  sales  of  alkaline  batteries  have 
increased  dramatically  in  the  last  five  years 
from  23  per  cent  to  47  per  cent  by  value,  and  it 
is  here  that  Duracell  dominate  the  market  with 
74  per  cent  by  volume. 

Conversely  Ever-Ready  have  65  per  cent 
of  the  zinc  carbon/chloride  battery  sector,  and 
together  they  have  over  70  per  cent  by  volume 
of  the  total  market.  Taken  by  size,  the  battery 
market  is  polarised  into  only  three  sizes 
represented  by  Ever-Ready's  R6S,  RMS,  and 
R20S,  DuraceU's  MN1500,  MN1400  and 
MN1300. 

Duracell,  Philips  and  Varta  in  particular, 
target  their  advertising  on  sales  through 
pharmacies.  Jeff  Moody,  BDC's  marketing 
manager  says:  "According  to  Philips  it  is  vital 
that  chemists,  as  an  electrical  retailer,  display 
batteries  adequately  and  attractively  and  close 
to  battery  powered  equipment." 

Advertising  in  1987  saw  Duracell  spend 
£4. 22m  v/ith  Ever-Ready  spending  slightly 
more  at  £4. 5m  —  this  indicates  the  extent  of 
retailer  support. 

Wholesale  services 


Pharmacists  have  traditionally  lacked  choice  of 
electrical  wholesalers  with  the  mainline, 
pharmaceutical  breed  reluctant  to  provide  a  full 
service.  At  present  there  is  a  little  more  choice 
and  some  newcommers  to  the  business. 

Hardman  Isherwood  Group  based  near 
Leeds  have  recently  become  interested  in 
supplying  personal  electrics  to  the  chemists 
trade.  Well  established  in  the  household 
electricals,  television  and  audio  products,  with 
associated  national  distribution  and 
computorised  ordering  and  stock  control,  this 
company  currently  supplies  two  pharmacy 
chains. 

Well  established  national  wholesalers, 


BDC,  Lightning  and  Pharmagen  all  set  out  to 
provide  first  class  service,  linked  to  information 
and  back-up  to  the  retail  trade.  BDC  has 
recendy  introduced  ' '  First  Choice  " ,  a  monthly 
publication  featuring  the  latest  products  and 
best  buys.  This  specifically  aimed  at  the  small 
retailer  and  compliments  their  '  'BDC  Times ' ' . 

Lightning  have  also  shown  their  confidence 
in  the  smaller  retail  outlet  with  the  launching  of 
their  Lightning  Link  service  and  a  new  service 
and  support  magazine.  "We  believe  it's  an 
unbeatable  deal  which  will  bring  to  your  door 
the  resources  and  rewards  of  today's  market 
—  and  stay  independent. ' ' 

In  and  around  London  and  intending  to  go 
further  is  Beekay,  dedicated  retail  pharmacy 
supplier.  Managing  director  Butuk  Ruperalia  is 
a  very  enthusiastic  supporter,  but  at  times 
despairs,  "with  respect",  at  the  lack  of  interest 
shown  by  retail  pharmacists. 

Medielite  Ltd  also  currently  serves  the 
London  area  and  similarly  hopes  to  extend  its 
area  of  service. 
WHOLESALERS:- 

BDC  (British  Distributing  Co.,) 
Telesales  01-881  2001 

Stock:  Philips,  Babyliss,  Braun,  Oris  (Epilady) 
Russel  Hobbs,  Duracell  and  Kodak  among 
others. 

Delivery  free  for  orders  over  £100  (trade)  in 
S.E.  areas,  over  £250  in  remaining  areas. 
Special  home  delivery  service  available. 
BEEKAY  Tel:  01-900  0588 
London  based  with  own  transport.  Offering  2 
to  3  days  delivery  oOtside  London  free  for 
orders  over  £100. 

LIGHTING  Electrical  Distributors  Based  in 
Hitchin.  Tel:  0462  421233,  also  depots 
Birmingham:  021  749  5000,  Bristol  0272 
231171,  Edinburgh  031  313  2474,  Gateshead 
091  482  4061,  Manchester  061  848  9988. 
Stock:  Braun,  Clairol,  Dreamland,  Duracell, 
Morphy  Richards   (Blankets),  Moulinex, 
Remington,  Russell  Hobbs,  and  others. 
Terms  free  delivery  over  £100  (trade)  two  to 
three  days  from  order. 
PHARMAGEN  LTD  Tel:  021  356  0478 
Stock:  Babyliss.  Braun  and  Philips. 
Minimum  order  carriage  paid  £150  (trade). 
Best  terms  £250.  Three  days  delivery  or 
orders  via  Vestric  Ltd. 
ROBIMATIC  SALES  Tel:  0403  67528 
Stock:  Morphy  Richards  personal  electrics. 
Three  day  delivery,  carriage  free  any  quantity. 
.MEDIELITE  LTD  Tel:  01-998  8833 
Stock:  Babyliss,  Braun,  Clairol,  Dreamland, 
Duracell,  Ever  Ready,  Oris  (Epilady),  Pifco 
(Carmen),  Remington,  and  others. 
Orders  London  area,  over  £75  carriage  paid, 
other  areas  minimum  order  £200  carriage  paid. 

B  The  facts,  figures  and  diagrams  appearing  in  this  article 
were  sourced  from  manufacturers  and  the  following 
publications:  Small  Electncal  Report.  Market  Assessment 
Publications,  2  Duncan  Terrace,  London  Nl  8BZ.  Tel: 
01-278  9517.  and  Retail  Business,  The  Economist 
Intelligence  Unit,  40  Duke  Street,  London  WlA  IDW.  Tel: 
01-4936711. 
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CAN  YOU  TURN  TO  THE  ncu  BOOK? 


10,000  NPA  PHARMACISTS  DO! 

A  comprehensive  guide  to  business  and 
professional  facts  and  figures  essential  in  the 
day-to-day  running  of  a  successful  community 
pharmacy. 

There  has  previously  been  no  compendium  of 
information  to  which  a  community  pharmacist 
could  turn  for  ready  access  when  a  problem 
arises,  says  NPA  Director  Tim  Astill  in  his 
introduction  to  this  entirely  new  publication. 
But  now  there  is!  With  the  co-operation  of  the 
Association's  Board  of  practising  community 
pharmacists,  the  contents  have  been  selected 
from  NPA  reference  material  in  constant 
demand  from  members,  supplemented  by 
medical,  NHS,  professional,  etc,  data 
compiled  by  Chemist  &  Druggist. 

Every  pharmacy  in  National  Pharmaceutical  Association 
membership  is  being  mailed  its  own  copy  of  the  C&D 
Reference  Book 

Limited  numbers  are  also  available  to  non- 
member  pharmacies,  manufacturers, 
hospitals,  etc  at  £25  each  post  free  (overseas 


£30).  Use  the  order  form  below  to  reserve 
your  personal  copy. 

NPA  members  can  obtain  further  copies 
direct  from  the  NPA  Business  Services 
Department,  price  £20  each  post  free. 

NON-NPA  MEMBERS  ORDER  NOW 


Please  send  me  copies  of  the  CHEMIST  & 

DRUGGIST  REFERENCE  BOOK  1988-89 
at  £25  each/£30  each*  Dcktc  as  app>vpmk 


I  enclose  cheque  value  £ 
Benn  Publications  Ltd 

NAME  

ADDRESS   


TEL 


payable  to 


Post  to:  The  Publisher,  Chemist  <&  Druggist,  Benn  Publications 
Ltd,  Sovereign  Way,  Tonbridge,  Kent  TN9  IRW.  Allow  28  days 
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And  Chemex  '88  is  now  sponsored  by 
Chemist  &  Druggist. 

Over  250  exhibitors  will  be  displaying 
their  products,  services  and  equipment  for 
you  to  see,  compare  and  choose. 

There'll  be  pharmaceutical  companies  and 
suppliers  of  a  whole  host  of  other  new 
products^  There'll  be  top-selling  toiletries. 
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medicines,  photography  and  business 
equipment,  and  lots  more. 

There's  even  a  supervised  play  area  for 
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Don't  miss  out  on  the  vital  event  for  every 
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and  make  a  date  to  attend  Chemex  '88. 
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HARMfl^ppiCS 

Controlling  interest 

Stock  control  can  be  key  to  the  health  of  a  pharmacy.  How  it  is  done  depends  on  what  a  business  wishes  to  achieve  and 

the  nature  of  the  operation 


Stock  control  serves  two  broad  purposes.  Offensive  stock  control  is  the 
dynamic  marketing  research  aspect  of  exploring  what  new  products 
might  profitably  be  added  to  the  current  range  in  the  pharmacy.  This  has 
been  dealt  with  earlier  in  the  series. 

Defensive  stock  control  is  concerned  with  trying  to  ensure  that  stock 
does  not  run  out.  Not  so  dramatic  and  entrepreneurial  as  offensive 
control,  but  essential  if  customers  are  not  to  be  lost.  The  principle,  a 
truism,  is  that  it  is  usually  cheaper  to  retain  existing  clientele. 

However  efficient,  we  are  bound  to  lose  some  customers  for  reasons 
beyond  our  control:  people  move  and  inevitably,  die.  New  customers 
must-therefore  be  won  if  profits  are  to  be  maintained  and  increased,  and 
a  progressive  pharmacy  offering  new  services  is  likely  to  appeal  to 
many.  A  second  truism  is  that  variety  of  stock,  appropriate  to  the 
pharmacy,  tends  to  bring  more  business  than  heavy  stocks  of  less  varied 
products.  This  point  is  significant  when  capital  is  strictly  limited  and 
bonus  and  discount  parcels  are  offered. 

The  following  are  some  of  the  principal  stock  control  systems  used 
in  the  defensive  aspect.  What  might  by  some  be  regarded  as  "old 
fashioned"  methods  can  still  be  effective  and  economic. 

1  Stock  cards  or  stock  books  can  be  simple  or  elaborate:  they  must  be 
kept  up-to-date  if  they  are  to  be  worthwhile.  Those  from  manufacturers 
are  a  valuable  aid  when  checking  cosmetic  and  other  complex  ranges  of 
articles. 

The  basic  card  should  show  the  stock  level  on  the  date  checked,  the 
minimum  and  maximum  to  be  held,  and  what  has  been  ordered  and 
delivered.  Where  cards  or  books  are  used  extensively  it  is  helpful  to 
locums  and  new  staff  if  a  master  card  or  book  is  kept  to  show  where 
various  stocks  are  held  and  the  reference  numbers  on  the  relevant 
cards. 

2  The  bin  system.  This  does  not  necessarily  apply  only  where  goods  are 
actually  in  bins,  but  when  bulk  stocks  are  held  on  shelves  or  in  boxes. 
An  adjustable  divider  is  placed  where  the  re-order  point  is  reached,  with 
the  minimum  stock  behind  the  divider.  When  new  stock  arrives  it  should 
be  put  at  the  back  and  the  divider  replaced  at  the  appropriate  place. 

3  Colour  coding.  Visual  control,  with  the  help  of  coloured  stickers,  can 
be  a  great  time  saver  and  a  check  on  goods  held  for  an  unduly  long  time. 
Each  month  or  quarter  is  allocated  a  colour.  The  colour  system  can  be 
combined  with  normal  pricing  but  there  could  then  be  wastage  unless 
careful  stock  control  is  maintained  when  buying  rolls  of  labels! 

4  Visual.  Stock  should  normally  be  stored  so  that  it  can  be-seen  easily. 
Storage  behind  glass  is  usually  preferable  to  cupboards.  Stockrooms 
should  be  well-lit  and  shelves  not  too  deep  or  high  for  ready  access. 
Safety  as  well  as  efficient  stock  checking  is  involved. 

5  Tabs  can  be  successful  in  a  small  pharmacy  w\\h  a  wide  range  of  stock, 
in  small  quantities. 

A  small  priced  tab  with  the  name  of  the  item  is  attached  by  a  rubber 
band  to  the  one  or  two  of  them  held.  After  a  sale  the  tab  is  put  in  a  box 
which  is  checked  at  the  end  of  the  day  for  ordering. 

When  new  items  are  received  the  tabs  are  re-used,  with  any  price 
alteration  being  made. 

6  Computer-linked  cash  register  with  automatic  re-ordering.  Opening 
stock  quantity  has  been  fed  into  the  system  and  sales  deducted  and 
receipts  added  automatically.  The  stock  at  any  moment  is  therefore 
known,  in  theory,  and  ordering  initiated  at  the  desired  level. 

It  is  essential  that  re-programming  is  quick  so  that  re-order  levels 
can  be  adjusted  without  delay  as  market  conditions  change. 

There  have  been  suggestions  that  such  modern  systems  would 
make  physical  stock-taking  unnecessary.  But  theoretical  stock  may 
differ  from  actual  stock  with  theft  and  leakages;  physical  stocktaking  is 


necessary  to  assess  the  difference  between  real  and  hoped-for  gross 
margins. 

7  Homely.  Some  of  the  simple  devices  of  my  apprentice-master  can  even 
now  be  helpful:  during  rush  periods  he  would  leave  a  drawer  slightly 
open,  or  make  a  hurried  note  on  a  pad  behind  the  counter  or  leave  one 
pack  out  of  a  drawer  of  something  to  be  checked.  And  an  aside  to  another 
assistant  could  double  the  chances  of  remembering. 

8  The  till-roll.  Perhaps  this  should  be  included  under  "homely",  but  a 
hand- written  roll  from  an  old  fashioned  till  has  certain  advantages.  An 
item  by  item  check  can  be  made  at  the  close  of  business,  or  a  star  against 
items  to  be  queried  can  obviate  a  full  perusal  of  the  entries. 

A  modern  register  obviously  has  advantages  over  an  old-style  till, 
but  the  latter  is  much  less  costly  and  does  have  its  unique  benefits. 


Other  points  to  remember 


Buffer  stock  is  held  in  addition  to  basic  minimum  stock  as  an 
"insurance",  to  reduce  the  risk  of  being  out  of  stock  because  of 
uncertainties  of  delivery,  chances  of  abnormal  sales  fluctuations,  etc. 
For  example,  where  basic  stock  is  six  week's  supply  the  minimum  stock 
level  might  be  put  at  seven  weeks'  expected  sales. 

It  is  clear  that  a  delay  of  say  two  weeks  is  less  than  half  as  likely  as 
one  week's  delay.  Certain  items  will  eventually  arrive,  the  chance  of 
early  delivery  increases  as  time  passes. 

Stock  and  sales.  The  rate  of  stocktum,  that  is  sales  at  cost  price  divided 
by  average  stock  at  cost  price,  should  normally  increase  with  increasing 
turnover.  There  are  two  main  reasons  for  this: 

1  the  delivery  time  and  related  buffer  stock  do  not  increase  in  direct 
proportion  to  sales,  and 

2  certain  basic  stocks  are  needed  in  the  pharmacy  whatever  the  sales: 
these  include  "service"  or  "goodwill"  products  held  to  satisfy  rare 
demands  for  items  the  public  expect  to  find  in  a  pharmacy.  Such  stock 
does  not  normally  have  to  rise  with  expanding  total  sales. 
Re-order  level  This  is  minimum  stock  level  plus  the  buffer  stock. 
Unsold  remainders.  The  table  below  shows  the  effect  of  unsold  products 
ongross  profit:  the  influence  on  net  profit  is  obvious.  Similar  tables  for 
different  margins  and  for  various  rates  of  tax,  if  applicable,  are 
instructive.  The  example  below,  for  ease  of  calculation,  works  on  a  tax- 
free  line  selling  at  fifty  per  cent  above  cost. 

Table  1  Effect  of  unsold  stock  on  gross  profit: 

12  dozen  purchased  at  a  cost  of  £2  per  dozen 


Cost 
Value 

No.  sold  at 
£3  per  doz. 

Sale 
Value 

Unsold 

Gross  profit 
or  loss 

Percent  gross 
profit  or  loss 

£24 

12doz. 

£36 

Nil 

£12 

33.3% 

£24 

11  doz. 

£33 

1  doz. 

£9 

27%  approx. 

£24 

10  doz. 

£30 

2  doz. 

£6 

20% 

£24 

9  doz. 

£27 

3  doz. 

£3 

11%  approx 

£24 

8  doz. 

£24 

4  doz. 

Nil 

Nil 

£24 

7  doz. 

£21 

5  doz. 

£3  loss 

14%  approx  loss 

£24 

6  doz. 

£18 

6  doz. 

£6  loss 

33.3%  loss 

£24 

5  doz. 

£15 

7  doz. 

£9  loss 

60%  loss 

£24 

4  doz. 

£12 

8  doz. 

£12  loss 

100%  loss 

£24 

3  doz. 

£9 

9  doz. 

£15  loss 

166.7%  loss 

£24 

2  doz. 

£6 

10  doz. 

£18  loss 

300%  loss 

£24 

1  doz. 

£3 

11  doz. 

£21  loss 

700%  loss 

£24 

Nil 

Nil 

12  doz. 

£24  loss 

Infinity  %  loss 

Eric  Jensen,  B.Com 
lecturer  and  author 
health. 


,MPS,FIPharm,  MInstM,  is  a  business  consultant, 
of  books  on  retailing,  self  development  and  mental 
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Warts  'n  all 

Dr  Richard  J.  Taylor,  senior  clinical  research  scientist,  the  Wellcome 
Research  Laboratories,  and  honorary  visiting  lecturer,  Aston  University, 
takes  a  look  at  how  to  deal  with  corns,  calluses  and  warts 


These  conditions  can  be  difficult  to  interpret 
as  all  are  associated  with  a  thickening  of  the 
skin  (hyperkeratosis).  There  are,  however, 
features  which  aid  recognition  (see  Table  1). 
A  major  difference  is  that  warts  are  caused  by 
viruses  (papovavirus)  while  corns  and  calluses 
are  induced  by  long  periods  of  friction  and 
pressure  as  can  arise  from  inappropriate  or 
poorly  fitting  footwear  and  hosiery  or  changes 
in  posture  and  anatomy  with  age.  Not 
surprisingly,  corns  and  calluses  often  form 
above  a  bony  area  or  on  weight-bearing  parts 
of  the  foot.  A  bunion  is  aJso  produced  by 
friction  but  the  joint  itself  is  inflamed  and  a 
hereditary  component  is  postulated. 

Corns  and  Calluses  can  be 
distinguished  by  the  fact  that  a  callus  is  more 
diffuse  and  has  no  hard  central  core.  Increased 
shedding  of  surface  cells  with  prolonged 
pressure  or  rubbing  results  in  even  faster 
production  and  replacement  by  basal  skin  cells 
leaving  a  thickened  surface  layer  of  skin. 
Pressure  produces  pain  from  compression  of 
nerves  (especially  acute  with  a  com).  Corns 
may  be  soft  (between  toes)  or  more 
commonly  hard  (tips  or  tops  of  toes). 

Warts  are  benign  viral  papillomas 
(elevations)  of  the  epidermis.  Though  they  are 
contagious  some  people  are  immune.  Warts 
commonly  occur  on  the  hand,  foot  (when  they 
are  known  as  verrucas  or  plantar  warts)  and, 
less  commonJy  neck,  face,  arm  and  genitaJs. 
Abrasion  and  water  which  produces  swelling 
and  maceration  of  the  epidermis  makes 
bathing  areas  ideal  infection  grounds.  Gradual 
development  of  immunity  and  increased 
likelihood  of  exposure  means  children  and 
adolescents  have  the  highest  incidence  with 
the  incubation  period  being  anything  up  to  20 
months  (average  3-4  months ) .  There  is  also  a 
high  occurrence  in  patients  receiving 
immunosuppressive  therapy.  As  with  corns, 
verrucas  can  be  painful  if  situated  on  parts  of 
the  foot  where  pressure  is  applied. 


Treatment 


The  treatment  of  these  conditions  is  very 
similar  (see  Table  2) .  Treatment  for  hard  skin 
is  usually  sought  as  a  consequence  of 
discomfort.  Pressure  pain  associated  with  a 
corn  or  callus  may  be  relieved  by  changing 
footwear  or  by  the  use  of  a  variety  of 
appliances.  A  plethora  of  foot  products 
designed  to  cushion  or  protect  are  available 
including  insoles,  chiropody  felt  pads,  rings, 
plasters,  arch  cushions  and  shields  together 
with  devices  for  abrasive  purposes  to 
physically  remove  hard  skin  (dermabrasion) 
including  files,  foot  sponges,  exfoliating  skin 
cream  and  pumice  stones;  and  blades  for 
paring  (scraping).  Certain  chiropody 
appliances  are  allowed  on  prescription. 

Complete  removal  of  a  com  or  callus  is  not 
always  essential  as  partial  removal  may 
provide  needed  comfort.  Medicated  dressings 
impregnated  with  salicylic  acid  (12-40  per 
cent)  have  been  shown  to  be  effective  in 
removing  both  soft  and  hard  corns  and  in  the 
treatment  of  warts.  Indeed,  of  the  substances 
which  are  subject  to  the  US  Food  and  Dmgs 
OTC  monograph  only  salicylic  acid  is 
recognised  as  being  effective  for  the  removal 
of  coms  and  calluses  and  in  the  treatment  of 
warts.  It  works  by  increasing  hydration  which 
causes  the  horny  keratin  skin  layer  to  swell 
and  soften,  thereby  promoting  desquamation 
of  thickened  skin. 

Salicylic  acid  is  also  considered  effective  as 
a  paint  or  gel  in  a  collodion  vehicle  (pyroxylin 
—  nitrated  cellulose  —  in  ether  and  alcohol)  in 
concentrations  of  12-17.6  per  cent  (which 
covers  the  available  proprietary  preparations 
and  salicylic  acid  collodion  BPC  (12  per  cent)) 
for  coms  and  calluses  and  in  concentrations  of 
5-17  per  cent  for  the  treatment  of  warts 
(common  or  plantar).  Collodions,  like 
ointments,  have  occlusive  properties  forming 


Corn 


Callus 
Wart' 

common  wart 


Table  1:  Diagnosis  tips 

Small,  localised  with  hard,  white  central  core 
which  is  indented 

Pressure  pain  from  direct  but  not  lateral  pressure 
(cf.  verruca) 

■  Diffuse  area  of  thickened  skin  with  no  core 

■  Ball  of  foot,  heel,  sides  of  big  and  little  toes 


—  Cauliflower  surface  appearance 

—  Raised  and  pigmented  (flatter  on  back  of  hand) 
verruca-                —  Moist,  rough,  slightly  raised  and  irregular  shape 

dismpts  epidermal  lines 

—  Tender  if  weight-bearing;  lateral  pressure  elicits 
pain  (cf  corn) 

—  Brown-black  pin-point  thrombosed  capillaries  seen 
if  cut 

'  Refer  if  warts  on  face,  genitals,  near  nails  or  are  extensive.  Always 
refer  if  unsure  —  squamous  cell  carcinoma  may  resemble  a  wart. 

'■^  Refer  if  resistant 

All  patients  who  are  diabetics  or  taking  steroids  or  anticoagulants  should 
be  referred;  they  are  prone  to  infection  with  the  measures  required. 


an  adherent,  water- repellant  film  cap  following 
evaporation  of  volatile  solvents.  The  active 
ingredient  is  kept  at  the  site  of  action  and 
migration  to  the  surrounding  tissue  is 
prevented.  Collodion  vehicles  also  prevent 
moisture  evaporation  from  the  skin  to  facilitate 
penetration  of  the  active  ingredient. 
Apparently,  insufficient  scientific  evidence 
exists  to  persuade  the  US  Drugs 
Administration  to  classify  salicylic  acid  in  an 
ointment  vehicle  as  effective  for  use  in  these 
conditions. 

In  many  proprietary'  preparations  salicylic 
acid  is  combined  with  acetic  acid,  lactic  acid  or 
an  anaesthetic,  copper  acetate,  zinc  chloride, 
menthol  or  phenol.  Evidence  for  added  benefit 
in  terms  of  efficacy  is  inconclusive  and  it  is 
suggested  the  presence  of  an  anaesthetic 
could  mask  both  pain  and  the  problem.  The 
presence  of  salicylic  acid  in  appropriate 
concentrations  should  suffice.  A  preparation 
containing  salicylic  acid  (16.7  per  cent)  and 
lactic  acid  (16.7  per  cent)  has  been  shown  to 
be  comparable  in  terms  of  cure  rates  to  liquid 
nitrogen  which  is  considered  by  some 
dermatologists  to  be  the  treatment  of  choice 
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Table  2:  Medicaments  available  OTC  for  corns  and  warts 

Agent 

Comments 

Precautions 

Salicylic  acid 

Effective,  treatment 
of  choice 

C/I  moles,  birthmarks, 
face/genital  warts,  diabetics, 
circulatory  problems 

Medicated  piasters  and  pads 
and  collodion  veiiicie  paints 
or  gels  preferable 
Apply  for  2  weeks  (corns) ; 
up  to  12  weeks  (warts) 
Additional  compounds  provide 
questionable  benefit 

Irritation  possible, 
avoid  normal  skin  if 
lengthy  application 
necessary 
Care  around  eyes 

Podopyllum 

For  verrucas 
Combined  with  above 
in  ointment 

C/I  genital  warts  in  pregnancy 
Caustic  and  irritant; 
less  frequent  application 

Treatment  'kit'  with 
medicated  disc,  plaster 
and  adhesive  ring 

Attach  for  7  days  only; 
no  repeat  within  8  week 

Formaldehyde 

For  warts,  particularly 
verrucae 

As  gel  or  3%  foot  soak 

if  mosaic  (several  together) 

Irritation  possible  and 
drying  of  skin 

Glutaraldehyde 

For  warts,  particularly  verrucas 
10%  solution  or  gel 
Unpredictable  effects 

Avoid  normal  skin 
Stains  skin  brown 

Bromine  complex 

Verrucas  and  mosaic  warts 
Unpredictable  effects 

Avoid  normal  skin 

Abrasives 

Useful  to  remove  dead  skin 

Gentle  rubbing  sufficient 

Appliances 

Cushion,  correct  or  support 
Palliative  but  relieve  discomfort 

Care  with  diabetics 

m  removing  warts.  For  stubborn,  hard  corns 
a  corn-removing  liquid  together  with  a  corn 
pad  for  relief  from  pressure  can  be 
recommended. 

Keratolytics  are  not  appropriate  for  certain 
diabetics  who  are  prone  to  infection. 

Cures  for  warts  are  surrounded  by  many 
tales,  folk  remedies  and  rituals.  In  one  study 
warts  responded  to  hypnotic  suggestion.  The 
majority  of  warts  disappear  spontaneously  in 
six  months  to  two  years  though  resolution  is 
longer  with  increasing  age.  In  patients 
receiving  immunosuppressants,  including 
steroids,  warts  can  become  intractable.  New 
warts  have  developed  in  some  patients  as  the 
old  ones  disappeared  so  treatment  is 
preferable  to  procrastination.  As  the  virus 
cannot  be  killed,  current  practice  is  to  leave 
warts  for  at  least  six  months  to  allow 
emergence  of  antibodies  which  protect  against 
any  further  development.  Consequently, 
removal  of  warts  by  curettage  (scraping)  or 
using  liquid  nitrogen  is  often  not  undertaken 
during  the  early  stages  of  wart  development 
and  the  less  dramatic  medicated  treatment  is 
appropriate. 

Anything  up  to  12  weeks  may  be  needed  to 
effect  cure  of  warts  with  topical  application 
though  good  results  can  occur  in  4-6  weeks; 
cure  is  not  achieved  in  every  case.  Personal 
experience  suggests  that  patients  tend  to  lose 
faith  in  medications  very  quickly  whenever  the 
treatment  period  is  long  and  little 
improvement  is  seen  or  perceived; 
compliance  naturally  suffers.  It  does  seem 
unreasonable  and  unlikely  to  expect  someone 
to  comply  for  up  to  three  months  when  the 
problem  can  be  rectified  relatively  easily  by  a 
simple  surgical  procedure  performed  by 
clinician  or  chiropodist.  The  immunity  issue 
must  be  borne  in  mind  though.  Freezing  with 
carbon  dioxide  or  liquid  nitrogen  or 
electrolesion  are  employed.  Excision  of 
verrucas  at  home  is  not  recommended.  Corns 
may  be  so  painful  that  patients  may  feel 
compelled  to  seek  a  surgical  remedy. 

Genital  warts  (condyloma  acuminata)  and 
those  around  the  nails  (periungual  warts)  are 
perhaps  better  dealt  with  by  medical 
intervention. 

Other  wart  treatments 


Podophyllum  resin  in  a  paint  (podophyllin 
paint,  compound  BP)  or  combined  with 
salicylic  acid  (20  per  cent)  in  an  ointment 
(Posalfilin)  are  said  by  the  British  National 
Formulary  to  be  useful  for  the  treatment  of 
warts.  However  podopyllum  can  be  very 
irritant  and  potential  toxicity  excludes 
extended  or  extensive  use  and  its  use  for 
genital  warts  in  pregnancy  is  contraindicated. 

Preparations  containing  formaldehyde, 
glutaraldehyde  and  bromine  are  also  avaOable 
for  daily  or  twice  daily  application  but  as 
pointed  out  by  the  BNF,  their  effects  are 
unpredictable.  The  contribution  of  poor 
compliance  is  unclear.  A  shallow  foot  soak  of 
formaldehyde  3  per  cent  for  15  minute 
immersion  can  also  be  used  and  has  obvious 
benefit  if  more  than  one  verruca  is  involved.  A 
formaldehyde  soak  can  be  combined  with  a 
salicylic  acid  collodion  gel  for  treating  a 
verruca.  One  per  cent  phenol  solution  is  still 
used. 

Application  procedures 

1  Wash  affected  area  (if  on  foot;  soak  foot  in 
warm  water  for  five  minutes)  and  dry 
thoroughly. 

2  Gently  remove  softened  dead  skin  of  the 


com,  callus  or  verruca  by  rubbing  with  a  wash 
cloth,  emery  board  or  proprietary  abrasive. 
3  For  salicylic  acid  in  medicated  plaster  App\y 
the  medicated  plaster  or  cap.  Repeat  this 
procedure  every  48  hours  as  needed  (until 
lesion  is  removed)  for  up  to  14  days 
(corn/callus)  or  12  weeks  (wart). 
For  salicylic  acid  in  collodion  Apply  the  paint 
or  gel  once  or  twice  daily  (according  to 
instructions) .  Continue  treatment  for  up  to  14 
days  (com/callus)  or  12  weeks  (wart)  until  the 
lesion  is  removed.  Apply  one  drop  of  paint  at 
a  time  or  gel  sufficient  to  cover  each  corn  or 
callus  and  allow  to  dry  to  form  a  protective 
film.  The  corn,  callus  or  wart  may  then  be 
covered  with  a  pad  or  plaster  dressing  (often 
supplied)  which  facilitates  the 
softening/maceration  process  and  helps 
penetration  of  medicament. 
For  podophyllum-containing  preparations 
Apply  medicated  dressing  and  surround  with 
felt  ring.  Leave  for  seven  days  (Vericaps). 

Place  corn  ring  round  verruca.  Apply 
ointment  and  cover  with  waterproof  plaster. 
Repeat  two  to  three  times  weekly  until  wart 
appears  soft,  then  leave  exposed  (Posalfilin). 

Adverse  effects 


Salicylic  acid  and  podophyllum  (and  other 
agents)  mentioned  may  cause  skin  irritation  so 
local  use  is  necessary .  The  use  of  caps  (alone 
or  included  in  'kits')  helps  in  this  respect.  An 
additional  consequence  is  the  potential  for 
systemic  absorption.  Peripheral  neuropathy 
has  occurred  with  podophyllum  used  to  treat 
genital  warts.  Thankfully,  there  are  no 
reported  instances  of  this  or  salicylate  toxicity 
(salicylism)  when  these  agents  are  used  for 


corn,  callus  or  verruca  and  such  a  possibility 
must  be  considered  unlikely  if  preparations  are 
used  properly.  Reddening  of  the  skin  with 
tenderness  can  occur  following  complete 
removal  of  a  com,  callus  or  verruca.  This  may 
not  be  a  reaction  to  the  drug,  merely  exposure 
of  underiying  raw  tissue. 

Counselling  practice  points 

1  Advise  patient  to  see  a  doctor  or  chiropodist 
if  corn  or  callus  does  not  improve  or 
discomfort  persists  after  two  weeks. 
Sufferers  may  feel  compelled  to  seek 
alternative  help  even  sooner. 

2  Tell  sufferer  to  discontinue  use  if  medication 
causes  excessive  irritation. 

3  Avoid  contact  of  medications  with  the 
surrounding  skin  (as  much  as  is  practical). 

4  Warn  of  the  possible  need  for  lengthy 
application. 

5  Remember  collodions  are  flammable  and 
should  be  kept  away  from  eyes. 

6  Paring  (cutting)  a  com  or  verruca  with  a  com 
knife  can  be  painful;  an  emery  board,  pumice 
stone  or  an  abrasive  sponge  should  do  and 
epidermabrasion  should  be  encouraged; 
soaking  facilitates  this  process. 

7  Suggest  preventive  measures  to  reduce 
pressure  —  alter  posture,  change  ill-fitting 
shoes,  avoid  high  heels  (if  applicable),  wear 
protective  footwear  in  bathing  areas. 

8  Be  vigilant,  diabetes  can,  in  some  cases,  lead 
to  foot  problems  and  hard  skin.  As  treatment 
measures  described  can  be  traumatic  and 
medicaments  unduly  drastic  under  conditions 
of  reduced  sensory  feeling  (with  peripheral 
neuropathy/poor  circulation)  the  possibility  of 
infection  is  present. 
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Retailers 
urged  to 
'forward  plan' 

Retailers  should  be  monitoring 
activities  of  other  High  Street 
shops  and  be  involved  in  the 
planning  of  local  shopping 
developments. 

This  is  the  message  the 
shopworker's  union,  Usdaw  gave 
to  its  members  when  they 
launched  a  new  campaign  — 
"Shopwatch"  this  week. 

By  keeping  in  touch  with  local 
planners,  members  would  have  a 
chance  to  air  their  views  and 
ensure  redevelopments,  new 
sites  or  out-of-town  shopping 
centres  take  existing  High  Street 
retailers,  potential  staff  and  the 
community  into  consideration,  say 
Usdaw.  They  see  the  involvement 
covering  things  like  ensunng 
adequate  public  transport  for  staff 
to  out-of-town  sites,  proper  staff 
facilities  and  that  the  competition 
of  a  new  site  is  fair.  Some  of 
Usdaw  members,  for  example, 
are  actively  involved  in  the 
planning  stages  for  a  new  out-of- 
town  site  in  Middlesborough,  says 
the  Union. 

Usdaw  are  also  urging  their 
members  to  form  small  groups  to 
monitor  High  Street  retailing 
activities  to  ensure  competition  is 
sticking  to  the  rules  —  for 
example  on  Sunday  trading.  They 
say  they  want  to  transfer  their 
campaigning  into  the  community 
they  are  dealing  with. 
□  A  new  National  Economic 
Development  Office  report  has 
predicted  a  secure  future  for  the 
High  Street  pharmacist  despite 
the  emergence  of  out-of-town 
developments.  It,  like  Usdaw, 
encourages  retailers  to  develop  a 
sense  of  community  to  attract  and 
serve  the  local  residents. 

Regina  move 

Regina  Royal  Jelly  are  moving  at 
the  end  of  the  month  to  Regina 
House,  2  Elstree  Way, 
Borehamwood,  Herts  WD6  IJD 
(tel  01-207  7020;  telex  268490 
Regina  G;  fax  01-207  3630). 


Fisons  adds  profits  and 
Pbnnwalt  in  tlie  USA 


Fisons  in  announcing  record  first 
six  months  results  with  pre-tax 
profits  up  13  per  cent  up  on  last 
year  to  £50. 5m,  revealed  that 
they  had  purchased  the 
pharmaceutical  division  of 
Pennwalt  (USA)  for  ,£271m. 

The  improvement  in  Fisons' 
intenms  was  mainly  due  to  a  26 
per  cent  profit  increase  of  the 
Pharmaceutical  Division  up  £7m 
to  £34. Im  on  sales  up  from 
£135. 6m  to  £145. 9m  for  the 
corresponding  six  month  period. 

US  sales  of  Intal  increased  by 
44  per  cent,  Opticrom  by  53  per 
cent,  with  Tilade  about  to  be 
launched  on  the  German  market. 
The  OTC  business  increased  by 
40  per  cent  with  Sanatogen 
vitamins,  Paracodol  and  Radian-B 
selling  well,  say  Fisons. 

The  Scientific  Equipment 
Division  sales  were  up  8  per  cent, 
but  horticulture  in  the  USA 
returned  only  £3. 4m,  a  24.4  per 
cent  fall. 

The  announcement  last  week 
that  they  had  purchased  the 
pharmaceutical  division  of 
Pennwalt  caused  Fisons  shares  to 
fall  sharply  but  at  the  end  of  the 


day  they  recovered  to  close  at 
oniy  7p  down  at  224p.  The  £271m 
—  to  be  met  by  a  rights  issue 
raising  £165. 3m,  existing  cash 
resources  and  US  borrowing  — 
was  considered  by  some  financial 
experts  too  high,  but  they  were 
impressed  by  the  clever  financing 
and  by  Fisons  assurance  that  they 
would  be  able  to  cut  Pennwalt 's 
costs  substantially  by  the  end  of 
this  year,  by,  for  example, 
combining  headquarters  and 
rationalizing  sales  teams. 

Fisons  say  that  Pennwalt  have 
a  well  established  range  of 
prescription  products  and  a 
growing  OTC  business  in  the  USA 
and  that  they  intend  to  use  this  and 
the  sales  force  to  exploit  the 
distribution  of  Opticrom  and 
Nasalcrom  to  the  US  OTC 
market,  and  Intal  and  other  drugs 
to  general  practitioners. 

Pennwalt  also  have  a 
significant  research  and 
manufacturing  facility.  Mr  J  S 
Kerridge,  chairman  and  chief 
executive  says:  "It  makes  an 
excellent  fit  for  Fisons,  reinforcing 
our  success  in  the  US 
pharmaceuticals  market. . . " 


United  Overseas  Group  are  going  after  extra  business  in 
preparation  for  Europe  becoming  a  single  market  in  1992  —  they 
intend  to  literally  dnve  into  the  market  with  this  European 
shoieliner  —  a  mobile  showroom  to  display  stock  and  entertain 
risitors.  The  Group,  which  buys  and  sells  redundant  stock  from 
toiletries  manufacturers  and  deals  in  consumer  elect ricals ,  is  doing 
an  initial  three  day  tour  of  customers  in  France  and  Holland,  and 
plans  to  reach  the  rest  of  Europe  later  in  the  year.  Pictured  with  the 
Showliner  are  Jeffrey  Curiiss ,  group  chairman ,  and  driver  Stan 
Parker 


And  again 

The  Unichem  vs  Rother 
Pharmacies  hearing  was  once 
again  put  back  a  week  from  the  re- 
scheduled August  18.  As  C&D 
went  to  Press  it  was  scheduled  for 
Thursday,  August  25. 

The  case  has  come  to  court 
following  the  decision  by  Unichem 
to  issue  a  writ  to  stop  Rotherham 
pharmacist  John  Newbould  calling 
a  special  meeting  to  discuss 
immediate  flotation. 


New  IBM 

software 

IDC  Computer  Systems  of 
Manchester,  having  acquired  the 
sole  rights  of  distributorship  to  the 
Epson  HX-20  Oralabel  pharmacy 
labelling  system  have  introduced 
Oralabel  PC  software  for  IBM  and 
other  standard  personal 
computers. 

The  software  is  available  in 
modules,  any  combination  of 
which  will  integrate  with  labelling. 
Prices  start  at  £195.00  plus  VAT. 
Currently  available  are  the 
labelling  and  patient  record 
modules.  Communications,  drug 
interactions  and  prescription 
pricing  are  scheduled  as  additions 
in  the  coming  months.  Once  up 
and  running,  IDC  say  they  will 
provide  users  with  three  months 
hot-line  support  free  of  charge. 
Further  details  from  the  Village 
Workshops,  Mountheath 
Industrial  Park,  Pretwich, 
Manchester  M25  8WB  (tel: 
061-773  7909). 


BRIEFS 


Fine  Fragrances  & 
Cosmetics  have  bought  76  per 
cent  of  A. P.  Marketing  Services 
in  a  bid  to  strengthen  export  sales. 
APMS  are  export  agents  in  the 
Middle  and  Far  East  and 
Scandinavia. 

Joseph  Flach  &  Sons  are 

moving  to  developed  premises  in 
Peterborough,  after  106  years 
based  in  London.  Their  address 
from  September  19  will  be  8 
Maxwell  Road,  Woodston, 
Peterborough  PE2  OHU,  Tel: 
0733-371221. 
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BUSINESS  NEWf 


Sudan  supplies 

To  help  the  growing  crisis  in  the 
Sudan,  caused  by  floods  and  the 
subsequent  occurence  of  infective 
diarrhoeas,  Nicholas  Laboratories 
have  donated  50,000  doses  of  oral 
rehydration  solution  Electrolade, 
enough  to  treat  2,500  patients. 

After  being  approached  by 
Global  Pharmaceuticals,  acting  on 
behalf  of  Muslim  Aid,  Nicholas 
Laboratories  repacked  the  250kg 
of  Electrolade  in  1kg  plastic  bags 
and  had  them  passed  by  quality 
control  within  24  hours.  Nicholas' 
managing  director  John  Slater 
(left)  and  his  team  are  pictured 
getting  ready  for  dispatch  from 
their  factory  in  Slough. 


Education  on 
Stoma  Care 

In  conjunction  with  Squibb  Stoma 
Care,  the  National  Pharmaceutical 
Association  have  organised  two 
continuing  education  meetings  in 
the  North  West. 

The  programme  at  each  will 
include  a  review  of  the  relevant 
anatomy  and  physiology,  and 
provide  an  insight  into  the 
psychological  and  practical 
problems  that  face  ostomists. 
Appliances  on  the  market  along 
with  relevant  considerations  in 
selecting  one  for  patients  will  be 
discussed,  and  the  evening  will 
include  an  open  forum. 

Both  will  be  chaired  by  NPA 
Board  member  Jeremy  Clitherow, 
who  will  be  joined  by  a 
representative  from  Squibb,  a 
Stoma  care  nurse  and  a 
representative  from  a  local  patient 
welfare  group. 

The  first  is  being  held  at  The 
Atlantic  Tower  Hotel  in  Liverpool 
on  Wednesday  October  5,  the 
second  at  The  Lord  Daresbury 
Hotel  in  Warrington  on 
Wednesday  November  2,  both 
starting  at  6.30pm. 


Business  rates  phased 


The  spectre  of  business  rates 
increasing  by  up  to  500  per  cent 
has  faded  following  the  various 
amendments  made  to  the  Local 
Government  Finances  Act. 

The  concessions  permit 
extension  of  the  transition  period 
to  five  years  or  more,  the  possible 
limiting  of  the  increases  to  20  per 
cent  a  year,  a  possible  special 
relief  for  small  or  essential 
retailers  and  a  consultative  paper 
to  be  issued  by  the  Secretary  of 
State  in  September. 

These  amendments  to  the  Act 
have  been  brought  about  by  the 
patient  and  determined  efforts  of 
the  retail  lobby,  ever  since  the 
intention  to  bring  in  a  unified  rate 
and  carry  out  a  revaluation  in 
1990,  was  announced.  Mr  Frank 
Robotham  of  the  Retail 
Consortium  says:  "It  v/as  done  by 
presenting  the  facts,  thousands  of 
words  of  data  and  hard  facts,  using 
a  sample  of  8,000  shops  and 
stores,  with  estimates  of  the 
increases  done  by  experts  in  the 
field." 

It  was  the  combination  of  the 
revaluation  and  imposition  of  a 
uniform  business  rate,  which  was 
set  to  bear  very  heavily  on  the 
retail  sector.  Since  the  last 
revaluation  in  1973  the  retail  boom 
has  prompted  ever  increasing 
rents,  as  businesses  competed  for 
space.  Out-of-town  stores  and 


warehouses,  then  a  new  type  of 
retail  development,  were  rated  at 
values  similar  to  light  industries, 
any  new  retail  sites  were  valued 
according  to  'the  tone  of  the 
original  list' ,  not  in  relation  to  the 
ever  increasing  rents  paid,  upon 
which  the  rateable  values  should 
have  been  based.  The  revaluation 
due  in  1990  wiU  reflect  the  then 
current  rents  and  thus  could  spiral 
almost  out  of  control. 

The  uniform  business  rate  was 
generally  welcomed,  having  a 
fairer  country-wide  averaging 
effect,  but  it  will  mean  that,  for 
example,  rateable  values  in 
Chelsea  might  be  doubled,  but  in 
Liverpool  or  Sheffield  they  might 
well  fall,  as  here  the  rate  in  the 
pound  has  been  high.  National 
retail  chains  should  therefore  see 
a  levelling  effect,  with  gains  and 
losses,  but  a  smaller  business  only 
operating  in  one  area  might  see  a 
very  large  increase,  or  a 
significant  reduction. 

These  hard  won  amendments 
at  least  will  blunt  the  blow,  but 
even  so  the  transition  period  may 
prove  uncomfortable,  with 
retailers  striving  to  maintain 
profits  against  ever  increasing 
costs.  There  is  the  possibility  that 
the  transition  period  may  extend 
beyond  the  next  revaluation  in 
1995,  perhaps  a  thought  to  be  put 
aside. 


COMING  EVENTS 


UKCPAtohold 
respiratory  workshop 


The  United  Kingdom  Clinical 
Pharmacy  Association  is  to  hold  a 
workshop  on:  "Therapeutics  at 
home:  helping  the  patient  with 
respiratory  disease",  at  the 
Scottish  Department  of  the  Royal 
Pharmaceutical  Society,  York 
Place,  Edinburgh,  on  October  26. 

Subjects  will  include  current 
practices    in    the  chronic 


management  of  chest  disease, 
counselling,  and  identifying  and 
correcting  poor  inhaler  technique. 
Mark  Horsley  and  Elizabeth  Kay 
wOl  conduct  the  workshops. 

The  cost  is  £20  for  UKCPA 
members  and  £35  for  non- 
members.  Further  details  from 
Steve  Hudson.  Tel:  031-554 
4444. 


Thursday,  September  1 

Wirral  Branch,  Royal 
Pharmaceutical  Society, 

Postgraduate  Medical  Centre, 
Clatterbridge  Hospital,  at  8pm. 
"Scholl  hosiery  update"  by  Mr 
B.Gent.  Supper. 

Centre  for  Medicines  Research. 

Symposium  on  An  Appraisal  of 
International  Medicines  Regulations, 
Thursday,  September  22  at  The  Royal 
College  of  Physicians,  11  St.  Andrew's 
Place,  Regents  Park,  London.  Cost 
£160  (inc  VAT).  To  apply  contact 
Sandra  Cox,  Centre  for  Medicines 
Research,  Woodmansteme  Road, 
Carshalton.  Surrey  SMS  4DS.  Tel: 
01-6434411. 


Society  for  drug  research. 

Symposium  on  "Amino-acid 
excitatory  neurotransmitters", 
September  29,  at  the  School  of 
Pharmacy,  Brunswick  Square, 
London  WCl.  The  fee  for  non- 
members  is  £20,  members  free. 
Details  from  Mrs  B.  CaviUa,  SDR 
secretariat,  20  Queensberry  Place, 
London,  SW72DZ.  Tel:  01-581  8333. 

The  British  Production  and 
Inventory  Control  Society 
(EPICS).  One-day  training  seminar  on 
October  11  at  the  Crest  Hotel,  Luton, 
entitled  Effective  Stock  Control. 

Dr  Tony  Wild,  managing  director 
of  Midas  Consultants,  will  address  the 
role  of  stock  control,  how  to  improve  it 


Small  world  to 
Kiddi-Proof 

Housewares  manufacturers 
Prestige  have  sold  their  Small 
World  babyfeeding  and  safety 
equipment  range  to  child  safety 
manufacturers  Kiddi-Proof 
Products. 

The  company  says  that  its 
decision  to  sell  Small  World, 
launched  a  year  ago  'as  an 
expansion  into  a  new  area' ,  makes 
way  for  the  company  to 
"concentrate  on  the  core 
housewares  business,  rather  than 
in  highly  specialised  sectors  such 
as  baby  care" .  Prestige  managing 
director  Phillip  Luckett  says  the 
Small  World  range  has  been  well 
received  by  the  trade  and 
customers  alike. 

'  'We  are  delighted  the  identity 
of  the  Small  World  brand  will 
remain  an  integral  part  of  the 
Kiddi-Proof  range. ' ' 


PFW  Ltd  and  Zimmerman 
Hobbs  are  joining  to  form  one  of 
the  largest  flavour  and  food 
ingredients,  fragrance,  essential 
oils  and  fine  chemicals  companies 
PFW  say.  The  new  company  is  to 
be  known  as  PFW(UK)  Ltd  and 
will  operate.as  three  divisions  — 
flavour  and  £6od  based  at  Perival, 
fragrance  and  aroma  chemicals 
with  citrus  products  at  Milton 
Keynes. 


and  alternative  inventory  evaluation 
methods.  Cost  £126.50  (inc  VAT)  to 
members  of  BPICS  and  £161  to  non- 
members  including  lunch, 
refreshments  and  documentation. 
Registration  forms  are  available  from 
Linda  Godman.  Assistant  Secretary, 
BPICS,  45-47  South  Street,  Bishop's 
Stortford,  Herts  CM23  3AJ.  Tel:  0279 
56695. 


Essex  Pharmaceutical 
Contractors  Committee.  Annual 
meeting,  October  16,  at  the  County 
Hotel,  Chelmsford  Essex.  Speakers 
win  be  David  Amess,  MP  for  Basildon 
&  PPS  to  the  Department  of  Health, 
David  Allen,  MRPharmS.,  member  of 
the  Council  of  the  Pharmaceutical 
Society  &  chairman  of  the  Community 
Practice  Sub-Committee,  and  Alan 
Smith,  FRPharmS,  chief  executive  of 
the  Pharmaceutical  Services 
Negotiating  Committee.  Cost, 
including  lunch:  £5  for  Essex 
community  pharmacists  (including  pre- 
registration  students),  £10  for  others. 
Bookings  to  hon  treasurer, 
P.G.Killick,  Essex  LPC,  c/o  Boots  the 
Chemists,  35-41  High  St,  Grays, 
Essex  RM176LU. 


Chemists  and  appliance  suppliers  in 
Northern  Ireland  dispensed 
1,180,577  prescriptions  in  May  at 
a  net  cost  of  £6,891,805.30  (gros 
cost  per  script  £6 .1086) . 
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Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
Benn  Publications,  Sovereign  Way,  Tonbridge,  Kent  IN9 IRW. 

Telephone  Tonbndee  (0732)  364422.  Telex  95132. 
Ring  Mark  Simpson  Ext  218  for  further  information 
Publication  date  Every  Saturday 

Headings  Ail  advertisements  appear  under  appropriate  headings 
Copy  date  4pm  Tuesday  prior  to  publication  date. 


Cancellation  deadline  5pm  Monday  prior  to  publication  date. 
Display/Semi  Display  £16.20  per  single  column  centimetre,  min  30mm 
Column  width  42mm. 

Whole  Page  £1620.00  (250mm  x  18()mm)  Half  Page  £810.00 
(125mm  X  180mm)  Quarter  Page  £405.00  (125mm  x  88mm) 
Box  Numbers  £3.00  extra  Available  on  request. 
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APPOINTMENTS 


Milton-Lloyd  (Marketing)  Ltd  —  a  new  force  in  the  distribution  of 
personal  care  and  beauty  products  in  the  UK  require  sales  agents 

nationwide. 

You  will  at  the  moment  be  calling  on  independent  chemists,  gift 
shops  and  department  stores.  We  want  you  to  sell  our  range  of 
Chelsea  flowers  gift  soaps  from  M&R  Norton  and  male  and  female 
ranges  of  mass  market  fragrances,  from  United  Toiletries  and 

Cosmetics. 

Please  contact  Charles  Bourn  on  01-670  4433  or  write  to  the  address 

below  for  further  details. 


MILTON-LLOYD  (MARKETING)  LTD 
42-44  NORWOOD  HIGH  STREET,  LONDON  SE27  9NR. 
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BUSINESS  OPPORTUNITIES 


ERNEST  J.  GEORGE  AND  CO. 


G1  PERTHSHIRE 

Old  established  pharmacy  in  Scottish  tourist 
area.  Turnover  £153,500  based  on  1,600 
items  per  month.  Pharmacy  fitted  to  extremely 
high  standard.  Price  asked  freehold  property 
£38,000,  goodwill  £20,000  ,  fixtures  and 
fittings  £10,000  plus  stock  at  valuation 
approximately  £30,000. 
G2  LANCASHIRE 

Turnover  £1  55,000  based  on  1 ,450  items  per 
month  under  management.  Leasehold 
property,  current  rental  £5,000  per  annum. 
Price  asked  £45,000  plus  stock  at  valuation. 
G3  GREATER  MANCHESTER 
Old  established  pharmacy.  Turnover 
£150,000  with  high  gross  profits  based  on 
1,800  scripts  per  month.  Property  council 
leasehold  at  £3,400  including  rates.  Price 
asked  £25,000  for  goodwill,  fixtures  and 
fittings  plus  stock  at  valuation  approximately 
£15,000. 

G4  GREATER  MANCHESTER 

Lock-up  pharmacy  averaging  1 ,500  items  per 
month.  Projected  turnover  to  March  31,1 989, 
£1  50,000.  Business  run  under  managership. 
Price  asked  £25,000  freehold  property, 
£30,000  goodwill,  fixtures  and  fittings,  plus 
stock  at  valuation,  approximately  £20,000. 


G5  WEST  WALES 

Coastal  beauty  spot  —  retirement  vacancy. 
Turnover  £141,762.  Gross  profit  £34,500. 
Large  living  accommodation.  Leasehold.  Price 
asked  £25,000  for  goodwill,  fixtures  and 
fittings  and  lease  plus  stock  at  valuation. 

G6  CHESHIRE 

High  street  pharmacy.  Turnover  £125,000 
based  on  an  average  of  850  items  per  month. 
High  gross  profits.  Property  held  on  lease.  Price 
asked  £35,000  for  goodwill  fixtures  and 
fittings  plus  stock  at  valuation. 

G7  WEST  YORKSHIRE 
Turnover  £134,500.  Projected  turnover  for 
1988  £150,000  based  on  1 ,700/1 ,800  items 
per  month.  Close  to  doctor's  surgery.  Property 
freehold  at  £45,000,  goodwill  £60,000, 
fixtures  and  fittings  £10,000  plus  stock  at 
valuation  approximately  £28,000. 

G8  SOUTH  LONDON 

Old  established  pharmacy.  Turnover 
£  1  50,000  based  on  1 , 1 00  items  per  month. 
Property  at  leasehold  £5,000  pa  including 
small  one  bedroom  flat.  Offers  invited  for 

goodwill.  TZ34/140 


MORE  THAN  JUST  A  STOCKTAKING  SERVICE 


Stock  Cottage, 
37  Greek  Street, 
Stockport, 

Cheshire  SK38AX. 

Telephone: 

061-4779045 

Fax: 

061-4804684 


LABELS 


John  Richardion 
Compiiteri  Ud 


►  In  Pharmacy  Labelling 

►  In  Aulo-Order  Slock  Control 

►  In  Customer  Service 


►  In  Systems  Development 


10%  Discount  to  all  NPA  members 

FRKEPOS T,  Preston  PR5  6BR  Telephone:  (0772)  323763 


OUJaiTYlABHS 


KUVIRfDIN  14  DAYS 
-  OR  NO  CHARGE - 


p/ione.  051-708  8800 

Park  Printing, 
41-43  Parliament  Street 
Liverpool  L85RN. 

OFFER  APPLIES  TO  U.K.  MAINLAND  ONLY 


PRODUCTS  &  SERVICES 


I  A  FULL  RANGE  OF  COMPUTER 
LABELLING  SYSTEMS 

I  PATIENT  MEDOim 
RECORD  LABELLING 

Either  lull  system  or  program  only 

I  FREE  DIRECT  ^  . 

ORDER  ENTRY  TO  VeStriC 

Contact  David  Coleman  or  Mike  Sprince  MPS , 
lor  a  demonstration  or  trial 
PARK  SYSTEMS  LTD.  41-43  Parliament  Street 
Liverpool  L8  5RN 
Telephone  051-708  8800 


(mALABEL  PC 

'The  Ultimate  in  pharmacy  labelling..." 

"Versatile"  "Uncomplicated" 
"IBM  PC  Compatible"  "Quality  Software" 


-A. 


THE  ONLY  NPA  RECOMMENDED  COMPUTER  LABEL  SYSTEM 


Computer  Systems  Limited 


Village  Workshops,  Prestwich,  Manchester  M25  8WB. 
ENQUIRIES:  061-773  7909 
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Shopfitting  styles 
for  modem  selling 


*  Individual  styling 

*  Attractive  designs 

*  System  based 

*  Unsurpassed  quality 

*  Limitless  choice  of  finishes 


*  Dispensary  fittings 

*  Incredible  space  saving 

*  Easy  access  and  vision 

*  No  jamming  No  fall  out 

*  Competitive  prices 


Apeils  Systems  Limited,  APEILS 

Unit  P,  Kingsway  Ind.  Estate  luCd^ul 

Kingsway,  Luton,  Beds  LU1  1  LP      '  v  ' 

Telephone:  Luton  (0582)  4571  1  1  FAMA 


Li 


Lux  LINE 

SHOPFITTERS  FOR  THE  PHARMACY 

REFITS,  NEW  INSTALLATIONS,  CEILINGS,  SHOPFRONTS, 
ELECTRICAL,  FINANCE,  NPA  &  NUMARK  APPROVED. 
SO  CONTACT  US  NOW. 

LUXUNE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD  BEDS 
TEL;  0525-381356 


marspec 

\^b!shopfitting  ltd 


A  complete  shopfitting  and  design  service,  at 
competitive  prices  for  the  pharmacist. 


Southern  Office: 

Unit  4b, 
Grace  Road, 
Marsh  Barton, 
Exeter,  Devon 
Tel:  0392  216606 


Northern  Office: 

4  Prestwood  Court, 
Leacroft  Road, 
Risley,  Warrington, 
Cheshire 

T«l:  0925  827292 


£XDRUM 

L-STOREFITTERS-J 


0626-834077 

COMPREHENSIVE  DESIGN.  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 


KING  CMA«ieS  iUSINESS  PA«K.  OlO  NtWTON  «OA0  MtATMHtlD  OtVON  TQ12  6m 


STOCK  FOR  SALE 


BABY  JAY  -  BABYWEAB 

Very  attractive  childrenwear  market 
tested  in  chemist  trade  at  bargain  prices: 

For  price  list  write  or  telephone: 
C.  Jaypharm  Ltd,  154  Plumstead 
High  Street,  London  SE18  IJQ. 
Telephone:  0^  317  8927. 


STOCK  FOR  SALE 


'OR 
PRICE  LIST 

QUOTES 
GENERAL  ADVICf 


PLEASE  CONTACT 
MERVYN  GREEN  MPS 


EURIMPHAR 


UNIT  A6,  83  COPERS  COPE  ROAD 

BECKENHAM,  KENT  BR3  1  NR 
TEL:  01  658  2255.  TELEX:  263832 
FAX:  01  -658  86BO 


MANY  SPECIAL  OFFERS 
THIS  MONTH 


THE  FILM  MAN 


)AVEROTHWELL 


110/12  exposure 

1  10/24 

1  26/1  2 

126/24 

135/1  2  from 

1  35/24  from 

1  35/36  from 

1  35/36  1000ASA 

Disc  from 

HR1  00/400.1  20 

FUJI  Chrome  1  00  1  35/24 

FUJI  Chrome  400  1  35/36 

FUJn  CN  1  10/24 
FUJI  CN  1  35/24 
FUJI  CN  1  35/36 
GLOSSY  4iri  x1  75 
MATT  Sin  x84mtre 


from  35  pence 
from  75  pence 
25  pence 
from  55  pence 
70  pence 
75  pence 
£1  .00 
£2.00 
from  65  pence 
95p 

inc  £2.50 
processing 

£3.00 
£1 .00 
£1 .50 
£1 .80 
£32 
£36 


Paper  and  chemicals  for  IVlinilabs  supplied 

D.  V.  ROTHWELLLTD, 

1 38  Westmorland  Avenue,  Blackpool  FY1  5QW. 
Telephone:  0253  697094 
Car  phone:  0836  614018 
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ABOirr  PEOPLE 


Hall  Forster  celebrate 
the  generations 


Three  generations  of  Forsters 
collected  together  for  the  80th 
birthday  celebrations  of 
wholesaler  Hall  Forster  in 
Newcastle. 

Founder  John  Hall  Forster 
registered  as  a  pharmacist  in  1895 
and,  with  a  loan  of  £50,  set  up  a 
retail  business  in  Shield  Street, 
Newcastle.  It  wasn't  until  1908 
Hall  Forster  &  Co  was  formed, 
trading  in  chemist  sundries  and 
the  goods  bought  over  from  the 
Shield  Street  business.  The  group 
joined  Numark  in  the  1970's. 


His  son,  and  fornier  md  of  Hall 
Forster,  Norman  Forster,  is 
pictured  here;  (second  from  left) 
celebrating  the  anniversary  with 
(right  to  left)  the  founder's 
grandson,  the  current  md  John 
Forster,  and  great  grandsons 
Chris  Forster,  who  runs  two  retail 
pharmacies,  and  Martin  Forster, 
who  runs  the  computer  bureau 
Gleneden  Accounting  and  who 
helped  develop  the  Comscrip  III 
retail  system.  Fifth  generation 
Forsters  were,  unfortunately,  too 
young  to  attend. 


Cox  back  training  with 
£60,000  in  three  years 


Cox  Pharmaceuticals  have 
announced  their  intention  to 
provide  up  to  £20,000  per  year  for 
the  next  three  years  to  enhance 
postgraduate  education  for 
pharmacists. 

The  company  says  the  money 
is  intended  to  improve  the 
standard  of  programmes  by 
allowing  better  venues  to  be 
chosen  and  by  providing  better 
course  facilities.  Improved 
publicity  is  also  a  target.  Regional 
and  national  committees 
responsible  for  courses  have  been 
asked  to  appoint  a  member  to 


liaise  with  Cox. 

Cox  Pharmaceuticals 
marketing  director  Ben  Beesley 
said  the  sponsorship  "reflects  our 
continued  commitment  to  serving 
the  pharmacist  in  the  broadest 
sense". 

And  Raymond  Dickinson, 
deputy  secretary  of  the  Royal 
Pharmaceutical  Society,  said: 
"the  enhancement  of  course 
venues,  facilities  and  publicity, 
through  Cox's  support,  will  be  a 
valuable  contribution  to  increasing 
participation  in  continuing 
education". 


Wirral  work 
for  local  hospice 


The  Wirral  Branch  of  the  Royal 
Pharmaceutical  Society  of  Great 
Britain  hand  over  a  cheque  for 
£1,000  towards  their  local  St 
John's  Hospice. 

The  money  was  raised  via  a 
grand  raffle  promoted  through  all 
the  member's  chemists,  and  the 
winning  ticket  was  drawn  at  a  local 


branch  dance. 

Pictured  in  front  of  the  hospice 
(left  to  right)  are  Eddie  Hebron, 
the  hospice  chairman,  J.  Reeves, 
the  Matron,  branch  social 
secretary  Lynda  Chanin,  branch 
past  president  Sheila  Chantler  and 
hospice  administrator  Reg 
Worthington. 


APPOINTMENTS 


John  Richardson  Computers:  Richard 
Fisher  is  appointed  customer 
services  manager.  He  was 
formerly  head  of  computer 
services  for  United  Healthcare. 

Rochas  Perfumes  Ltd:  Brenard 
Gunther  is  to  be  appointed 
managing  director  following  two 
years  as  marketing  and  sales 
director.  He  was  previously  with 
L'Oreal  for  ten  years  in  sales  and 
marketing. 

Polaroid  (UK)  Ltd:  Steve  Smith  has 
been  appointed  sales  manager 
national  accounts  where  he  will 
have  particular  responsibility  for 
the  Boots  Company.  He  joined 
Polaroid  in   1981   and  was 


previously  southern  regional 
manager  for  the  consumer 
division.  Five  other  newly 
appointed  national  account 
managers  report  to  Mr  Smith: 
Christine  Thomas,  Simon  Kidd, 
Mike  Winterborne,  Peter  Small 
and  Stuart  Perkins. 

Paul  Telford  is  promoted  to 
field  sales  manager,  consumer 
division  with  two  new  regional 
sales  managers  reporting  to  him: 
Gill  Downer  who  becomes 
southern  regional  sales  manager. 
And  Terry  Stansfield  who  has  just 
joined  as  northern  divisional  sales 
manager. 

Duracell  UK  Melvin  Voon  has 
been  appointed  director  of  finance 
and  administration. 


Typesetting  and  graphics  by  Magset  Ltd.  Sidcup,  Kent.  Pnnjed  by  Riverside  Press  Ltd.  Whitstable,  Kent,  Published  by  Benn  Publications  Ltd,  Sovereign  Way,  Tonbridge,  Kent  TN9  IRW 
Registered  at  the  Post  Office  as  a  Newspaper  16/20/8S:  Contents  '9  Benn  Publications  Ltd  1988.  All  rights  reserved.  No  part  of  this  publication  may  be  reproduced,  stored  in  a  retrieval  system  or  transmitted  in, 
,iiiy  form  or  by  any  means,  electronic,  mechanical,  photocopying,  recording  or  otherwise  without  the  prior  permission  of  Benn  Publications. 
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Manufacturing  &  Distributing  Services 


r 


PARACETAMOL  TABLETS 

IN  BULK,  BLISTER  PACKS,  BOTTLES  OR  STRIP 
CONSUL T 

THE  WALLIS  LABORATORY  LTD 

11  CAMFORD  WAY,  SUNDON  PARK 
LUTON  LU3  3AN 
Tel  0582  584884 
Telex  825335  WALLAB  G 


EUROPE'S  LEADING  MANUFACTURER  OF 
PARACETAMOL  TABLETS  BP 


"DORMEL"  MINIATURE  FEEDER 

from  John  Dowell  &  Sons  Ltd  of  Saffron  Walden 


Suppliers  of  the  "Dormel"  Infant  Miniature  Feeder  &  Spareiatex  Teats  for 
well  over  50  years  —  obtainable  from  the  majority  of  Chemist  Wholesalers, 

Orders  (wholesale  only)  and  enquiries  tO: 
John  Dowell  &  Sriu  ltd,  c/o  R.  HIggt,  264  St  Bornobos  Road, 
Woodford  Green,  Euex  IG8  7DP.  Phone:  01-504  8718. 


PERMASOFT 

Cures  the  embarrassment  of  loose  dentures  for 
good.  PERMASOFT  is  not  a  powder  nor  a  gel 
but  a  material  for  reltning  dentures. 
PERMASOFT  is  hygienic,  easy  to  use 
and  semi  permanent 


DENTIFIX 


Emergency  denture  repair  unit  for  plastic  dentures. 
Handy  travel  size  pack  contains  enough  material  for 
several  repairs.  Mends  breaks,  cracks  and  replaces 
loose  teeth. 

AVAILABLE  FROM  ALL  WHOLESALERS 
Dental  Projects  Limited,  Sunbury  on  Thames,  Middx 


MID-OPTIC  LTD.,  FREEPOST,  DERBY  DE2  8BR 
PHONE:  (0332)  360464 


Retail  Systems  &  Design  Ltd. 

Complete  design  and 
shopfitting  service  for  the 
modem  pharmacist. 


7  Crookhain  Road.  Fleet,  Hants.  GU13  8DP      Tel:  (0252)  626218 


Products  that  work 

for  you  and  your  customers 


INSECT  REPELLENT 


WIPES 


r  local 


These  products  are 
available  tro 
wholesaler  and  promoted 
direct  to  your  customers 


"-3 


A.  BRITISH  OWtJED  COMPANY 

TORBET  LABORATORIES  LTD 


NATURAL 
FORMULA 
Individually 
sealed  moist  wipes  containing 
synergised  natural  Pyrettirum  Protects 
against  midges,  mites,  mosquitoes  etc  , 
for  up  to  6  hours  Attractively  packed  in 
10's  lor  impulse  purchase  and 
recommendation 


TORBKT()i:Sli 


A  non-keratolytic  bacterial  lotion  for  spots, 
pimples  and  Acne  Promotes  rapid  healing 
by  destroying  pimple-producing  bacteria, 
so  reducing  inflammation  and  clearing 
blocked  pores  Now  available  in  new  50  ml 
pack  tor  over  the  counter  sale. 


MAIDSTONE    KENT    twlE15  9QQ    Tel  0860  319350 


'Trade  Mark 


Shopfitting  styles 
for  modern  selling 


APEILS  -  UMDASCH  -  FAMA 

—  A  unique  approach  to 
shopfitting 

*  Individual  styling 

*  Attractive  designs 

•  System  based 

*  Unsurpassed  quality 

★  Competitive  prices 

★  Limitless  choice  of 
finishes  to  suit  al 


Dispensary  fittings  for  the 
professional 

*  Incredible  space  saving 

♦  Easy  access  and  vision 

♦  Extensive  capacity 

*  Stock  control  Feature 

»        "iming,  No  fall  out 


APEILS 


Apeils  Systems  Limited, 
Unit  P,  Kingsway  Trading 
Estate,  Kingsway,  Luton,  Beds 
LUl 1LP 

Telephone:  Luton  (0582)  4571 11 


Umdasch 


FAMA 


CHEMIST  &  DRUGGIST  27  AUGUST  1988 


371 


WHEN  THERE  ARE  WORMS 
IN  THE  FAMILY 


THERE  MAY  SOON  BE  A  FAiVULY 
WITH  WORMS 


Threadworms  are  not  a  serious 
ailment,  but  they  can  prove  difficult  to  eliminate  totally. 
When  one  person  gets  them,  and  it's  often  a  child  who 
brings  them  home  from  school,  infestation  spreads  readily^ 
and  is  usually  shared  by  all  members  of  the  family.^ 

THE  FAMILY  AILMENT  The  family's  first  reaction  to 
the  presence  of  worms  is  one  of  dismay.  Yet  parents  would 
be  even  more  shocked  if  they  knew  that  they  and  the 
other  members  of  the  family  may  be  a  source  of  worm 
infestation.  Worms  could  become  a  family  ailment  and  it  is 
advisable  for  everyone  in  the  family  to  be  treated  at  the 
same  time.  They  should  follow  stringent  hygiene  measures, 
otherwise  the  worms  may  reappear. 

THE  FAMILY  TREATMENT  Pripsen  is  available  in  a 
family  pack  of  4  dual  sachets  -  without  prescription.  Taken 


on  the  same  days  by  every  member 
of  the  household,  Pripsen  is  designed  to  eliminate  thread- 
worms and  help  prevent  re-infestation. 

YOUR  ADVICE  IS  IMPORTANT  When  you 
recommend  a  remedy  for  worms,  it  is  important  to  explain 
that  the  whole  family  should  be  treated,  to  help  prevent  the 
family  acting  as  a  reservoir  of  re-infestation. 

it  is  also  advisable  to  explain  that  rigorous  hygiene  is 
necessary  to  help  prevent  re-infestation. 

priPseiL 

Whole  family  threadworm  treatment. 


Further  information  and  copies  of  the  leaflet  "To  help  rid  the  family  of  threadworms'*  are  available  on  request  from  Reckitt  &  Colman  Pharmaceutical  Division,  Medical 
MarkeUng  Department,  FREEPOST,  Hull,  HU8  7BR.  References:  I  Gatherer,  A.  Mat  and  Child  Health,  1984,  9  111,  18-20  2  Gatherer,  A.,  Nursing  Times,  1978,  74  1411.  303-304 
Prescribing  Information.  Presentation  -  a  dual  sachet  pack.  Each  individual  sachet  contains  4g  Piperazine  Phosphate  BP  and  Standardized  Senna  equivalent  to  15  3mg  Reckitt 
total  sennosides  calculated  as  sennoside  B  Uses  -  A  potent  anthelmintic  for  the  eradication  of  threadworm  and  roundworm  Dosage  and  Administration  -  Adults  and   &  dolman 
children  over  6,  one  sachet.  Children  aged  1-6  years,  V3  sachet  12  level  5ml  spoonsfull  Infants  3  months  to  one  year,  V3  sachet  il  level  5ml  teaspoon!  Pripsen  should  be 
stirred  into  a  small  glass  of  milk  or  water  and  drunk  immediately,  any  unused  powder  being  discarded.  It  is  best  taken  at  night  by  adults  and  in  the  morning  by  children 
The  follow-up  dose  should  be  given  14  days  after  the  first  dose  to  eliminate  reinfestation.  When  treating  roundworms  further  single  prophylatic  doses  at  monthly  intervals 
may  be  necessary  to  eliminate  the  risk  of  reinfestation  Contraindications,  Warnings,  etc  -  Pripsen  should  not  be  used  in  patients  with  severe  bilateral  renal  dysfunction 
or  a  history  of  epilepsy  As  doses  are  normally  separated  by  at  least  14  days  the  neurotoxic  effects  are  less  likely  to  occur.  Although  no  causal  relationship  has  been 
established,  isolated  incidents  of  foetal  malformation  have  been  reported  when  piperazine  was  part  of  the  patient's  therapy  In  common  with  most  drugs,  use  in  the  first 
trimester  of  pregnancy  is  not  advised.  Legal  Category  -  P  Retail  Price  -  £1  33  per  dual  sachet  pack  lApril  I988I  PL  No  63/5004  Westminster  Laboratories  Ltd  Further 
information  contact  Reckitt  and  Colman  Pharmaceutical  Division,  Hull,  HU8  7DS 


